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G.I. Joe and American Rangers have adopted 

the old Indian idea of war paint. Using a mix- 

ture of cocoa and linseed oil, they camouflage 
and darken their faces and hands before going into 
battle. .. . But all war paint doesn’t go on faces. Our 
Armed Forces use vast quantities of protective and 
camouflage coatings made from linseed oil—on air- 
craft, ships, tanks, guns, shells and other armament. 
Linseed oil has and is doing a vital war job. 


Until the war permits us to manufacture Pol- 
mer-ik, the extra value linseed oil, we recommend 
you use ADM Replacement Oil, which conforms to 
W.P.B. Order M-332. 


ARCHER-DANIELS-MIDLAND COMPANY 
«8GANOKE BUILDING ©¢ MINNEAPOLIS, MINNESOTA 
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HIGHLIGHTS of the Issue 


, A study i in flexible control of a lumber deal- 
er’s business is found in the story of the Judd 
Lumber Co. beginning on page 20. Because they 
went after the industrial trade when war came 
the company’s lumber volume~is greater now 
than previously, and on high’ priorities. Then 
they geared to do what they could for civilians, 
and built up an over-the-counter ‘business that 
is most gratifying. Business is Where You Find 
It is good reading for any wartime dealer. 


s It’s not good poetry but this advertising copy 
has a twist of clever originality that attracts 
consistent readership, and has resulted in a 
growth of business for the Maine dealer who 
composed the jingles on page 22. It all goes to 
prove that homely informality in advertising | 
rings the bell every time. 





> Wartime disruption of ordinary channels of 
lumber distribution has given wholesalers 
pause. They are looking to their future and 
weighing the factors which will influence their 
prosperity, and the degree of service they will 
be able to render to the industry. On page 23 
A. J. Diebold, Jr. of Forest Lumber Co., a Pitts- 
burgh wholesaling concern, outlines the things 
he believes to be important to the wholesalers 
of the nation, and to their future. 





» Neatly modern, yet not a freak—that’s what 
millions of Americans want in their new post- 
war homes. We think this aim has been achieved 
in a house built by Alexander Lumber Co., 
Wichita, Kan,. The unit, which is well within 
reason so far ‘as cost is concerned, is pigtured 
inside and out on pages 24 and 25. 


Lumbering and woodworking are known as 
> killers to safety men. Statistics show that the 
accident rates in these industries are deplorable 
—very close to the highest of any industry prac- 
ticed in the United States. The article beginning 
on page 26 gives the facts about this matter, and 
points the way to the future. 


Surplus government property, accumulated 
> for war, but unneeded, will have tremendous 
influence on markets ahd trade in the U.S. when 
its disposal begins in earriest. An article on 
page 28, prepared by the Research Institute of 
America, and edited by AMERICAN LUMBERMAN 
to meet the needs of lumber retailers, is an ac- 
curate analysis of the present status of the 
surplus property situation. It tells what should 
be done now to prepare to meet the problem. 
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The Challenge of 1945 


A survey of world events in 1944 projected into 
and through the coming year does not indicate that 
1945 will be a year of happiness to those who get 
happiness only from lightened cares and eased 
responsibilities. The dawn of 1945 finds us poised 
on the threshold of momentous actions and events, 
of great battles on the military fronts, and of tre- 
mendous decisions in world political councils. It 
is a year that will find a place for none but fighting 
men, whether they be abroad in uniform or at 
home in business and industry. 

There is little in the military situation that 
promises an early end of the war in any theatre. 
We can expect bigger battles and more of them 
before predicitions of the end can be made with 
reasonable certainty. 1945 holds nothing more 
than a hope that one or all of our enemies will be 
reduced to disorganization before the year ends. 
As a nation we are not united on a postwar foreign 
policy, and as a group of Allies we have evolved 
no political and economic pattern for a postwar 
world economic community. As an industry essen- 
tial to the prosecution of the war, we have learned 
the rules of wartime economy, and have performed 
under those rules in a manner which is writing a 
glowing chapter in the performance record of 
American industry and commerce in war. We are 
equally essential as a distributive factor in a stabi- 
lized postwar economy, and while we are making 
progress toward a workable postwar plan, we have 
not yet achieved a plan. 

It has been said that the war reached its critical 
stage in 1944. We do not believe it. We believe 
that the war probably will reach its critical stage 
sometime in 1945, and that until that time arrives, 
demands on the time, energy and ingenuity of 
every civilian will mount. 

Thus, the new year matches any year in our 
national history in its challenge to the fighting in- 
stinct in us. It promises an uplift in spirit to every 
man who believes that his unqualified personal ap- 
plication to the business of winning the. war in the 
shortest possible time, and devising a workable, 
practical plan for the postwar operation of his 
business is justified by the enormity of our stake 
in the war. 
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We dissipate our energies in speculating on the 


probable date of the end of the war. Not even 
our most skilled military leaders can predict the 
end, and, knowing that, they concentrate on 
winning battles, certain that if they continue to win 
them, the end will take care of itself. The same 
attitude should prevail at home, and must prevail 
if we are to avoid repetition of mistakes we made 
in 1944. There must be no letting down again 
anywhere on the home front as there was follow- 
ing the German retreat across France. The let- 
down on the home front following the false assump- 
tion that Germany would collapse in November, 
1944, was distressing. With the war in a more 
critical stage in 1945 such a letdown can be tragic 
if not fatal. Nor should there be any surprise if, 
sometime in 1945, the Japs find a place where 
they can make a stand and launch one or more 
costly counter-thrusts. Major wars are never con- 
tinuous series of uninterrupted victories, nor are 
they ever won until the last man in the last squad 
has laid down his arms. 

We are winning the war against Germany and 
the war against Japan. We will win quicker if we 
give up thinking about the end and concentrate on 
winning the battle that each day presents. That is 
a sound attitude for military men, and it is a sound 
attitude for civilians. 

In the meantime, there is much for retail lumber- 
men to do. It took nearly two years of hard work 
and heavy planning for industry advisory com- 
mittees and industry men in government wartime 
agencies to devise the pattern for wartime opera- 
tion of retail lumber yards, and for retailers to 
learn how to conduct business under the new rules. 

The war is developing new conditions and will 
continue to develop new conditions that point to 
changes in the way of doing business when peace 
comes again. It is not to be expected that less 
time will be required to learn and meet these 
changes than was required to gear for war. Re- 
gardless of how long the war lasts new day-to-day 
problems will arise, and new evidence bearing on 
postwar business will develop. Staying in busi- ~ 
ness throughout the war and learning now how to 
stay in business after the war are patriotic obliga- 
tions and challenges of the first magnitude for 


1945. ‘ 





time. A few weeks ago the Judd 

Lumber Co., Dowagiac, Mich., 
celebrated its 85th anniversary, not 
by throwing a party, but by remodel- 
ing its offices, repainting its build- 
ings and highway signs, and getting 
set for an expected increase in busi- 
ness. 

The anniversary afforded Charles 
W. Schadt, chief executive of the 
concern, a chance to look back over 
its long history. Much of that his- 
tory is known to him only indirectly 
—for years the firm was primarily a 
large and active planing mill plus a 
collection of sheds for storing lum- 
ber. But ten years ago Mr. Schadt 
acquired the business, and he is in- 
timately acquainted with its develop- 
ment since that time. 

Considerable progress has been 
made in the past decade. The mill 
has been retained during the Schadt 
regime. At present it is primarily 
a service department for making odd 
size sash and doors and employs but 
one full time worker. A _ certain 
amount of war work has been done 
in the mill, one item turned out in 
large quantities being a wooden peg 
used in a mould for casting car- 
buretor parts. Additional income is 
provided by renting facilities of the 
mill to industrial users. Many plants 
occasionally need large quantities of 
specially cut lumber. Rather than at- 
tempt to maintain a large crew to 
handle such orders, the Judd Lumber 
Co. rents the facilities of its mill by 
the day, allowing the customer to 
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Charles W. Schadt has guided the destinies of the Judd Lumber Co., Dowagiac, 
Mich., for the past ten years. 


furnish the labor and do the work. 

The business has been changed in 
many ways during the past ten years. 
Mr. Schadt has added a modern sales 
room with shelves and counters con- 
taining a great variety of well-dis- 
played merchandise. Paint, cabinet 
hardware, tools, glue, floor wax and 
dozens of practical household items 
are on display. 

Dowagiac is the center of a resort 
area containing many lakes—and also 
the shopping center of a prosperous 
agricultural region. The city has a 
considerable number of _ industrial 
plants now doing war work. 

In normal times the Judd Lumber 
Co. sells about one-third of its lum- 
ber to industrial customers, one-third 
to farmers, and the remaining one- 
third for construction of homes in 
town and resort cabins on the lakes. 

Wartime restrictions have knocked 
out most of the home and cabin busi- 
ness. The farm business has re- 
mained pretty good because of the 
special consideration farmers get 
under L-335. The industrial business 
has never been better. High priority 
ratings extended by the plants have 
enabled this lumber yard to obtain 
and sell the stock vitally needed in 


local war work. So the lumber busi- 
ness has stayed good—in fact volume 
has increased every year. 

, But counter sales of small items 
yield even more business. About 60 
percent of the firm’s total sales are 
of “over-the-counter” merchandise— 
this despite the big increase in lum- 
ber volume. 

The yard is located by the railroad 
tracks, ideal for receiving shipments 
but not so good for building store 
traffic. “If we can get people in here 
we can sell them,” says Mr. Schadt. 
“The merchandise on display guaran- 
tees that.” He has learned that good 
merchandise, well displayed, will sell 
itself provided that the public sees it. 

Getting the public in the store can 
be a tough job for any yard located 
out of the regular shopping districts. 
“Some people don’t yet know of all 
the items we stock,” says Mr. Schadt. 
“Our job is to let them know by 
means of advertising.” a 

Business is where you find it. This 
progressive yard found it by analyz- 
ing the local market and going after 
the big sales potential in home 
owners, farmers and _ industrialists. 
The result is a well balanced business, 
healthy in wartime as well as peace- 
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Right: Mr. Schadt added this sales 
room to the yard shortly after he 
acquired the business. Recently 
enlarged and repainted, this room 
now contains a great variety of 
prominently displayed merchan- 
dise. Despite a steadily increas- 
ing volume in lumber, about 60 
percent of the firm's total sales 
are made over the counter in this 
room. 


Below: The Judd Lumber Co., 
Dowagiac, Mich., didn't throw a 
party to celebrate its 85th anni- 
versary in 1944—but followed the 
more practical course of repaint- 
ing and repairing all of its build- 
ings and signs and remodeling its 
offices. With a sparkling new ap- 
pearance the company is ready 
for the future. 
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Six long years I’ve been spending my 
dough, 

Paying house rent with nothing to show. 
Well, I‘m all done moving around, 

I've bought a home in Monmouth town. 
Sure I've got to make some repairs; 

New Oak Floors, and fix the stairs, 

A kitchen sink and rooms done over, 

All materials I’m buying from STOVER. 


We are busy as the bee, 

Rushing our trucks, now numbering three. 

Yes, we've added a truck all shiny and 
new, 

For better delivery service to you. 

Now watch these trucks as they roll along, 

The drivers are happy and the motors 
strong. 

But remember, friends, far and near, 

Prices will be higher in another year. 

This advice to you I'm telling, 

It’s not baloney or high pressure selling. 

And remember this when yéu repair or 
build, 

STOVER gives a lot for your dollar bill. 


HOW’S COLLECTIONS? 
That's a question everyone asks. 
Must confess, it’s not first class. 
© listen friends, to my tale of woe, 
To run this business | must have dough. 
The men demand, which is their right, 
“We want our money each Saturday night.” 
| sweat and stew then start to mutter, 
“How about MY bread and butter? 
My pants are patched and | need new 


clothes, Kt 
So please send a letter with check en- 
closed.” 


Now all you readers hear my shout 

This week it’s COAL I must talk about. 

What a subject when days are hot 

But these trying times we're on a spot. 

Voice on Radio the other night 

Said hard coal miners are going to strike. 

There is a shortage of cars and shipments 
are slow; 

| know your COAL bins, they must be low. 

So take my advice and do not delay 

Place your COAL orders this very day. 
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© Dear, O Dear, what shall | do? 
Martha, the office girl is getting through. 
She’s been on the job four years or more, 
Kept the books and swept the floor, 
Answered the phone and loaded trucks, 
Spelled the words when I got stuck. 
Bossed us all fair and square, 

Made us shave and cut our hair. 

But Fred, her hubby, so | am told, 

Is getting tired of his meals served cold. 
So Martha is leaving with our best wishes, 
To cook the meals and wash the dishes. 


Say all you fellows who own a farm, 
Now’s the time to repair your barn. 
Keep your cows well contented, 

After all this barn they've rented. 

These cows work hard so treat them fair, 
By keeping their home in good repair. 
Can‘t you hear them gently say, 

As they calmly chew their hay. 

t wish this farmer would shake a hoof, 
Get STOVER’S lumber and fix this roof. 


It might be good business for me to tell 
Of the many things we have to sell. 

Now we have ‘Spruce, Hemlock and Pine, 
Doors, Windows, Cement and Lime. 
Asphalt Shingles, in every color and style, 
Plaster, Brick, and Chimney Tile, 
Wallboard, Plywood and Matched Spruce; 
In fact, all kinds of lumber for every use. 
Although our materials are very nice, 
Most people are interested in the price. 
If our quality you compare, 





Well, we've started on the old house to 
make repairs, 

Floors all laid and we've fixed the stairs. 

I said to my wife, “Now listen, honey, 

lll varnish those floors and save some 
money.” 

We'll use the famous 
VARNISH, 

That will wear like iron and never tarnish. 

To varnish those floors my hands did itch, 

But about halfway through | dropped a 
stitch. 

My back was broke and head did throb, 

So I’ve hired a PAINTER to finish the job. 
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You'll find our prices very fair. 


Several years ago when Bill Stover took over the A. V. Blaisdell 
Lumber Co. in Monmouth, Maine, and set it up as the headquarters 
for the Stover Lumber Co., he decided to inaugurate an advertising 
campaign in a local weekly newspaper. This action was dictated by 
the need for immediate action to build some sales volume from what 
amounted to practically nothing. 

As the deadline for copy for his first advertisement approached, Mr. 
Stover, with no experience in writing such copy, felt a sense of frus- 
tration envelop him, and finally, in desperation, composed a ten line 
message in verse. Response was immediate and amazing. Customers 
came in and almost without exception commented on the advertise- 
ment, and remarked that they had called to see the man who wrote it. 

Mr. Stover followed with another verse the next week with continued 
results in the form of new customers. After several weeks one of the 
customers submitted a verse, and this was promptly published in the 
Stover advertising space in the next issue of the paper. After that, 
what started as a near desperation measure became a policy which 
proved to be so successful that in the first year, the advertising built 
sales volume from almost nothing to nearly sixty thousand dollars. 

Now, the verses, most of which are still written by Mr. Stover but 
some of which are written by customers, have become outstanding 
features of the newspaper, and all of the three thousand property own- 
ers in the 25-mile trading radius of Monmouth know Bill Stover and 
the Stover Lumber Company. Business is excellent and the advertis- 
ing, which deals with a wide variety of subjects not always related 


directly to the retail business, continues to pull and pay big dividends. 


The case is another illustration of the fact that any dealer who can 
find a way to project his own personality into his advertising messages 
is just as effective a copy writer as a highly paid specialist. 
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M..: everyone will agree it is com- 
mon sense to begin planning now for 
our American post-war foreign and 
domestic policies. If so, maybe it is 
also sensible to apply such planning 
to trades, like lumber wholesaling, in 
which many readers of this magazine, 
including myself, happen to be en- 
gaged. 

My undertaking here is to talk 
about one factor in wholesaling bound 
to affect all of us in the coming 
peace. 

Wholesalers today are fully en- 
gaged in war work. We have made, 
and are continuing to make, a patri- 
otic contribution that can stand com- 
parison with any phase of American 
industry. Few visualize the enormous 
role played by lumber in this war. It 
is hard to imagine that the tonnage 
of wood supplied to the Army and 
Navy in 1942 exceeded the tonnage 
of steel—hard to imagine a grand 
total of lumber production in the 
United States in 1943, of 34,621,972,- 
000 board feet. 

The wholesaler’s war role has been 
the distribution of 60 percent to 70 
percent of this vast tonnage. His 
work has been accomplished with 
maximum efficiency, gaining literally 
millions of hours for the war effort, 
and conveying lumber into the fight 
with an expedition unexampled in any 
war. Proof of this stands in the rec- 
ords of the Congressional Hearings on 
Small Business in War held in New 
Orleans about a year ago. 

We have a right to feel that lumber 
wholesaling has proven an honorable, 
useful, and significant contribution to 
American economy. In looking to pro- 
tect the future of our trade, we are 
justified in the belief we are acting 
in the public interest as well as our 
own. 

It is of more than selfish impor- 
tance therefore to recognize one post- 
war trend that threatens to affect the 
wholesaler adversely. Indeed, this 
change may curtail, and in some cases 
eliminate wholesaling businesses—un- 
less preventive action-is taken. 

I refer to the gradual decrease in 
the number of comparatively large 
independent mills. The wholesaler 
depends on volume to exist. It is an 
exceptional concern which deals with 
mills producing 2,500 feet a day or 
less. One such firm I am told, has 
400 different mills supplying his 
needs, but even so this wholesaler’s 
main dependence rests on _ several 
fairly large outfits, as the smaller op- 
erators have proved irregular pro- 
ducers and frequently unreliable. 

The wholesaler must look to the 
comparatively large mills for the vol- 
ume necessary to his economic func- 
tion of providing industry with low 
cost lumber sales agents ii every siz- 
able town in the country. It is easy 
to see that disappearance of such 
mills means the disappearance of the 


wholesaler’s stock in trade, and the 
removal of his reason for existence. 
Forest depletion is one principal 
reason for large mills closing.. The 
wholesalers’ interests are therefore 
wrapped up in sound woods practice. 

At present, heavy needs of war, 
new uses of wood, and in some states 
excessive and unfair taxation, are 
making the current deterioration of 
our forest reserves more rapid and 
destructive than the normal trend. 

A reduction of independent opera- 
tors will result in domination of the 
wood manufacturing industry by a 
few very large operators and by gov- 
ernmental forestry. Such a condition 
is obviously unhealthy, not because 
the large operators and the govern- 
mental supervisors are not usually ex- 
cellent, but because the way is opened 
to monopolistic practices and because 
the domination of any industry by a 
few is contrary to the best concepts 
of our free enterprise system. 

It appears up to us as wholesalers 
to help to halt such a trend and re- 
place it by conditions which will foster 
and increase our trade. In my opin- 
ion, that’s the big job for the whole- 
saler now and in the postwar period. 

Fortunately, we have powerful in- 
fluences on our side. New horizons 
have been opened for the use of wood, 
in addition to its hugely increased em- 
ployment in familiar functions (see 
Dec. 9 AMERICAN LUMBERMAN). 
Scientists have as yet only partly 
chartéd the coming vast developments 
of wood industries. The outlook of 
great new things is a powerful incen- 
tive to the mill operator to protect his 
forest investment and stay in busi- 
ness by sustained yield methods. Also 
we have today a growing public con- 
sciousness of the importance of pre- 
serving forests as part of our nat- 
ural wealth, usable for sports and 
recreation. 

These factors stack the wholesaler’s 
hand to win, if he plays that hand 
vigorously. But if he neglects to 
play it, he may see his stock in trade 
and his suppliers, the independent 
mills, gradually dwindle to far below 
their present part in the lumber pic- 
ture, and perhaps eventually disap- 
pear. 

Wholesalers can and must take 
steps to achieve: 

(1) Regulation, either self-imposed 
through publicity and education, or 
imposed by state law, to enforce selec- 
tive cutting and io protect forests 
against insects and fire. 

(2) An aggressive program of for- 
est restoration on both public and 
private lands, including planting. 

(3) Special aids to private owners 
through legislation to alleviate bur- 
densome taxation, provide long term 
credit, foster education, improve mar- 
keting, and make it economically pos- 
sible for mills to practice sustained 
yield management. Such programs 
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Here is an analysis and 
concerning the fu- 
ture course of lumber whole- 
saling as expressed by a 
member of that branch of 
the industry, A. J. DIEBOLD, 
JR., secretary-treasurer of 
Forest Lumber Co.,  Pitts- 
burgh, Pa., and edited by 
American Lumberman. 


opinion 


may be advanced through industrial 
associations, which the wholesaler can 
join; and which he can aid to be ac- 
tive and effective. 

(4) The tree farm movement, giv- 
ing encouragement to the manage- 
ment of lumber tracts as crops, rep- 
resents one of the promising ap- 
proaches to self improvement by the 
industry. This and other beneficial 
programs, which may be applied: lo- 
cally, are sponsored by the National 
Lumber Manufacturers Association 
and American Forest Products Indus- 
tries, Inc. Finally, there is assistance 
which can be secured from National 
and State forestry experts in meeting 
problems of particular regions. 

It appears to me to be the whole- 
salers’ new job to advise himself how 
to best take action in his community, 
and then to develop the plan adopted 
into concrete results in conserving 
and extending sources of material for 
the great wood markets that will ex- 
ist after the war. 

If it is true the world will beat a 
path to your door for a better mouse- 
trap, it is equally true that you will 
have well worn hinges if you control 
all there is of an indispensable mate- 
rial—such as wood. We don’t want a 
few large operators and the govern- 
ment to control this industry of ours. 
We want small business to thrive 
along with the large, not only be- 
cause our incomes depend on it, but 
because that represents economic 
freedom for wood industries. But 
we shall risk seeing this _benefi- 
cial situation vanish if we do not do 
our part toward sound lumbering 
methods. That’s our new job—if we 
want to sell more and not less lumber 
after the war. 











INSIDE AND OUT 


Pictorial presentation of a modern house built by the 
Alexander Lumber Co. shortly before the war. These 
dealers expect this type home to gain increased 
popularity in post-war years. 
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Moyle Alexander (left) and R. Y. 
Alexander, Jr., are the brothers who 
operate the progressive Alexander 
Lumber Co., Wichita, Kan. Before 
the war, they did a thriving business 
in home building—look forward to an 
even better volume after victory. 





Above: Modern but homelike, this 
living room graces a house which the 
Alexanders built shortly before the 
war started. The large windows, at- 
tractive fireplace and mirror above 
the mantel combine to give the room 
an air of spaciousness and livability. 


Left: This large, modern bedroom de- 
lighted prospective buyers who ex- 
amined the house. This house is a 
good example of the late -prewar 
type which was becoming very popu- 
lar in Wichita when the “Building 
restrictions stopped construction. 
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Right: This basement recreation room furnishes 
many happy hours to the family occupying the 
home. Unusually large and attractive, this room is 
a pleasure to young and old alike. 


Below: An exterior photograph of the house taken 
shortly after construction was completed. The 
clean, modern lines caused favorable comment 
among other home owners in Wichita. 










Right: The dining room is truly out- 
standing, and the wall treatment is - 
unusually good. Horizontal stripes, 
interrupted at the corners with a 
variation in design, create a pleas- 

ingly different atmosphere. 















Left: Just an average-sized bathroom, but it's well 

‘ arranged. The fixtures are modern and of good 
quality. A striking color theme with vigorous con- 

trasts enhances the appearance of the room. 
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most hazardous industries, but 

safety programs are making sub- 
stantial progress in reducing injury 
rates. Such are the _ conclusions 
reached by the National Safety Coun- 
cil after studying accidents in the in- 
dustry during 1943. The Council elas- 
sifies industries according to fre- 
quency of accidents and- severity of 
injuries. Following are excerpts from 
the report on the lumber industry. 

Safety programs in the lumbering 
industry produced good results in 
1943. The 1943 frequency rate was 
down nine percent and the severity 
rate improved two percent in com- 
parison with 1942 rates. These favor- 
able changes compare with a decrease 
of five percent in the average fre- 
quency rate and an increase of one 
percent in the average severity rate 
of all. industries. 

The lumbering industry has kept 
pace with other industries in reduc- 
ing the frequency of injuries since 
1930 by achieving a net reduction of 
43 percent in this rate. Lumbering. 
companies, however, were less suc# 
cessful in reducing severity rates; the 
net decrease in this rate was 19 per- 
cent or about one-half of the general 
decrease. 

Although progress has been made 
in reducing injury rates, lumbering 
still ranked among the most hazard- 
ous industries. The 1943 average fre- 
quency rate of 52.97 was far above 
the average rate of all industries and 
ranked 36th in the list of rates of 37 
major industries. The average sever- 
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These men are helping to reduce accidents by working carefully 
with a modern, efficient chain saw. 


ity rate of 4.57 ranked 34th in the 
list. 

The frequency of deaths and perma- 
nent impairments was exceptionally 
high and accounted mostly for the in- 
dustry’s high rates. The 1943 fatality 
frequency rate was .40 or about four 
times the general average and the 
rate for permanent impairments com- 
pared almost as unfavorably. The 
small net reductions in the rates of 
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serious injuries during past years in- 
dicates that more attention should be 
given to the elimination of bad acci- 
dents, contends the National Safety 
Council. 

Lower injury rates in the future 
depend considerably on better records 
by both large and small organiza- 
tions. Small ones made the most con- 
sistent improvement during past 
years by reducing frequency 38 per- 


cent and severity 63 percent. 1943 
rates of small organizations, however, 
were still far above the averages for 
large units. 

The future trend of the accident 
rate also depends greatly on better 
accident experiences in logging op- 
erations. This high-rate branch of 
the industry had particularly poor 
results during 1943. Both injury rates 
decreased in timber treating plants 
and saw and planing mills in com- 
parison with 1942—but the rates of 
logging camps generally increased. 
Logging camp rates for 1943 aver- 
aged 67.43 for frequency and 8.30 for 
severity. 

A detailed analysis of the circum- 
stances, causes and other accident 
factors is not available, but an an- 
alysis of the circumstances of 170 
serious accidents reported to the Na- 
tional Safety Council indicates a few 
important facts about the occurrence 
of injuries. 

Machinery is a major source of in- 
juries particularly in operating and 
repairing saws, jointers, and planers. 
These machines are frequently un- 
guarded or inadequately guarded, in- 
adequately maintained, and the oper- 
ators are not trained in safe prac- 
tices, particularly in the practice of 
stopping a machine before cleaning, 
repairing, or making adjustments 
near moving parts. 

Serious injuries are often due to 
failure to warn nearby workers be- 
fore starting machines, backing trac- 
tors and other mobile equipment, and 

(Continued on page 36) 
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Right: Percentage changes in accident 
rates since 1930 in the lumber industry. Al- 
though progress has been made in reducing 
injury rates, lumbering still ranks among the 
most hazardous industries, with casualties 
above the average of all other industries. 


Below: Percentage changes in accident rates 
since 1930 in the woodworking industry. The 
average accident frequency rate in 1943 
was 72 percent higher than the average 
rate for all industries, and woodworking 
ranked 30th in a list of 37 major industries. 


Graphs: National Safety Council 
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Logs being floated down the river to the sawmill. 
Many serious injuries occur each year in lumbering 
operations. 
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Surplus PROPERTY--ITS CHALLANGE AND 


ment the world’s biggest buyer. 

War’s end will make it the world’s 
biggest seller. It will have a stock of 
more than $100,000,000,000 worth of 
thousands of different items, most of 
them in tremendous quantities, repre- 
senting the whole wide range of 
American productivity, from aspirin 
tablets to mile-long war plants—all 
to be sold, leased, scrapped or stock- 
piled. 

Because Congress has passed an 
especially confusing Surplus Property 
Law, the government’s disposal policy 
is more up in the air than ever. How- 
ever, there are certain facts and forces 
that are already at work shaping policy 
and action, long before the new Sur- 
plus Property Board is functioning at 
top speed. 

The manufacturer and business man 
must decide pretty soon what their 
basic attitude toward leftovers will 
be. The problem has half-a-dozen an- 
gles. To some, war leftovers will be a 
new business opportunity. To others, 
they’ll be a cheaper source of supply. 
To still others, they shape up only as 
a disposal nuisance. To other power- 
ful groups, they loom largest as a 
disquieting competitive threat. 


 e WAR HAS made our govern- 


Organiz .tion While Government 
Marks Time 

Basic significance to business of 
the new Surplus Disposal Act is that 
it means a considerable pause in both 
current disposal activities and—more 
important—in forward planning for 
the acute leftover problems that will 
arise after V-E Day. While all regu- 
lations of the Surplus War Property 
Administration continue in effect un- 
til superseded by new regulations of 
the new Surplus Property Board, 
SWPA can now issue no additional 
regulations. Improvement and expan- 
sion of the present inadequate surplus 
disposal set-up will thus have to wait 
until the new board is functioning. 
This lull before the storm is a good 
chance for the business man to get 
his internal organization in shape for 
buying, selling or otherwise influenc- 
ing the surplus market. 


What Is Surplus? 

“Surplus war property” is any type 
of property controlled by a govern- 
ment agency and determined by that 
agency to be in excess of its needs. 
This means that property which is 
“idle” or “excess” for a war contrac- 
tor or even for a major division of 
a government agency doesn’t become 
“surplus” until so declared by that 
agency. 

The best way to avoid confusion is 
to speak of excess property when re- 
ferring to leftovers which have not 
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been declared surplus. Thus, if a 
manufacturer buys steel directly from 
the X contracting company whose 
construction project has been can- 
celled by the War Department, he is 
buying excess property. However, if 
he buys the same steel after the War 
Department has taken title to it, de- 
clared it “surplus” and turned it over 
to an RFC subsidiary for disposal, the 
manufacturer is buying surplus prop- 
erty. 

Since a single term is obviously 
needed to refer to both excess and 
surplus property, the word “leftover” 
has been adopted to stand for both 
types of property. 


How Much Leftovers Will There Be? 


A reasonable estimate of the mag- 
nitude of the surplus disposal job at 
the end of the war is as follows, using 
official government estimates: 

Total leftovers of 104 billions break 
down into 65 billions of materials, 
components, finished goods and other 
supplies and 39 billions in plant, fa- 
cilities, equipment and real estate. 

After all deductions there remains 
a total of 10 billions in merchantable 
supplies located in this country. 

Similarly, of the 39 billions in left- 
over plant facilities and real estate, 
but only 10 billions is figured to be 
both salable and located in the United 
States. 

All this adds up to approximately 
20 billions in all types of leftovers 
that may be offered for sale in the 
United States. 

The purchaser should be on the 
lookout for specific figures on the 
particular types of leftover in which 
he is interested. These figures are 
frequently available even though not 
widely publicized. The purchaser 
should check with his Industry Ad- 
visory Committee to see if estimates 
have been given to it. If not, he 
should urge the immediate prepara- 
tion of these figures by the appropri- 
ate disposal agency. 

The Surplus Property Act follows 
present practice by distinguishing be- 
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tween owning and disposal agencies. 
There are now eight disposal agencies 
which sell leftovers that have been 
declared surplus by owning agencies. 
However, owning agencies are still 
empowered to sell: (a) termination 
leftovers; (b) scrap and salvage; (c) 
leftovers located outside the U.S.A. 
in areas where there is no disposal 
agency representative: and (d) nomi- 
nal quantities of surpluses—defined 
as substantially similar surplus items 
at one location whose cost (estimated 
if not known) does not exceed $2,500. 
Most important of these leftovers are, 
of course, those arising from contract 
termination. In such sales buyers 
deal directly with either private war 
contractors whose contracts or sub- 
contracts have been cancelled, or with 
owning agencies like the Army, Navy, 
or Maritime Commission. On the 
other hand, when the manufacturer 
wants to buy real honest-to-goodness 
surpluses in more than _ nominal 
amounts, he has to go to the disposal 
agencies. 

Here is the present line-up of dis- 
posal agencies affecting this industry 
and the type of surplus property they 
handle: 

Treasury Department Procurement 
Division: Consumer goods (other than 
food), plus surplus property of all 
kinds located in Puerto Rico, Hawaii 
and the Virgin Islands. 

Reconstruction Finance Corpora- 
tion (which may act directly or 
through any of its subsidiary corpora- 
tions): All capital and producer 
goods, all real property except that 


assigned to the Maritime Commission, - 


National Housing Agency and Federal 
Works Agency; plus surplus property 
of all kinds located in Alaska. 

National Housing Agency: Surplus 
housing property other than that un- 
der the control and jurisdiction of the 
War Department or the Navy De- 
partment. 

Federal Works Agency: Surplus 
war property of the class of facilities 
financed through FWA other than 
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those located on the sites of housing 
projects. 

A more specific item-by-item break- 
down of the property, materials and 
products assigned to each disposal 
agency is included in the Appendix to 
SWPA Regulation 1. Copies of this 
commodity breakdown may be ob- 
tained from the Government Printing 
Office in Washington or from regional 
offices of any of the disposal agencies 
listed above. Each agency already 
has or will set up branch offices for 
the handling of local inquiries. It’s 
wise to establish early contact with 
the nearest offices of the agencies the 
business man plans to deal with. 


Who’ll Get the Breaks in Buying 
Leftovers ? 

There is still a way to go before 
business gets a detailed picture of 
just how, when and where the govern- 
ment’s surplus goods will be released. 
However, the Surplus Property Act 
contains plenty of clues as to who’s 
going to get favored treatment in ob- 
taining surpluses. In practice more- 
over, certain buyers are getting and 
will get favored treatment—either be- 
cause of successful application of 
pressure in the right places at the 
right time, or simply because a par- 
ticular surplus situation gives them 
an advantage. 

Government agencies have first pick 
of government-owned leftovers. Un- 
der the Act, the Surplus Property 
Board must offer federal agencies the 
right of “first refusal’; and state and 
local governments have second call on 
many types of property. 

Regular trade channels are _ the 
hardy perennials of surplus disposal. 
They’re to be used as far as practi- 
cable. Sales are to be handled so that 
they won’t disrupt normal business. 
Speculators and promotors are to be 
barred. Big hitch to this high-minded 
position is that it’s almost impossible 
to agree on what’s “regular” and 
who’s a “speculator.” Leftover bro- 
kers, already mushrooming all over 
the country, claim they’re in a “regu- 
lar” line and are beginning to do a 
thriving, business. Then too, it’s not 
hard to glorify speculation as “risk 
capital.” Just as efforts to bar new- 
comers from reconversion have bogged 
down, it’s equally likely that there’ll 
be plenty of spots in the surplus pic- 
ture for adventurers. Established 
business can minimize this develop- 
ment only by discarding its lacka- 
daisical attitude toward surpluses. 
Many sectors of the business com- 
munity haven’t realized that the best 
way to overcome the competitive 
threat of war surpluses is to partici- 
pate actively either in their disposi- 
tion or in joint efforts to withhold 
them from the market. 

The speediest outlet for most types 
of leftovers is distributors, who are 
therefore, in a key spot to get favored 
treatment. They can manage larger 
quantities and cover larger areas than 
most manufacturers or retailers. They 





can usually pay higher prices than 
manufacturers and, while they must 
buy below the retail level, only a few 
large retailers can compete with them 
in the amount of leftover business 
they can handle. These are natural 
economic advantages that place the 
distributor in “first row center” for 
leftover disposal. 


Small Business to Share 


Small business can count not only 
on equal rights but, in many cases, 
preferential treatment. Thus, the 
Surplus Property Board is required 
to determine the smallest size in 
which different types of surpluses 
may be sold in various areas of the 
country. Property in each class and 
area must be sold in a way that will 
give purchasers of these minimum 
quantities preference over purchasers 
of larger amounts. 


More important, SWPC is specifi- 
cally empowered to purchase any sur- 
plus property for resale (usually in 
smaller lots) to small business for 
cash or credit, or in exchange for 
other property. Such purchases by 
SWPC are given priority over all 
types of non-governmental purchases. 
Similarly, SWPC can make or guaran- 
tee loans to small businesses for the 
acquisition, conversion or operation 
of plants and facilities which have 
been determined to be surplus prop- 
erty. 

Present sentiment within SWPC 
leans toward the view that it would 
be better for the agency to avoid go- 
ing into the business of selling sur- 
pluses. Maury Maverick would like to 
use his powers as a “big stick” with 
the hope that their existence will 
stimulate disposal offices to sell di- 
rectly to small concerns on easy 
credit terms without SWPC interven- 
tion. However, probabilities are that, 
in practice, SWPC will participate in 
any program for subdividing large 
plants into small units for lease or 
purchase, or in any plan to encourage 
multiple tenancy of government- 
owned plants by small firms. 

Regional interests won’t be neg- 
lected. While buyers near the site 
of surpluses have a definite- freight 
differential advantage, undue geo- 
graphical concentration or surpluses 
will lead to charges of regional favor- 
itism. This makes some form of 
equitable geographical distribution of 
leftovers pretty certain. 

Former owners and tenants get 
preferential treatment in the disposi- 
tion of surplus real property acquired 
by any government agency since 1940. 
Under the Surplus Property Act, the 
former owner is entitled to repur- 
chase his property, at either the ac- 
quisition price or the current market 
price, whichever is lower, if it’s not 
required by any federal agency. If 
the original owner doesn’t exercise 
this option, any tenant at the time of 
acquisition is next in line. While this 
provision is intended to benefit farm- 
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ers primarily, it is also applicable to 
business property of all kinds. 


Making the Most of Negotiated Sales 

While negotiated deals, sealed bids 
and open auctions are all being used 
in selling leftovers, the tide is running 
strong in favor of negotiated sales. 
The Surplus Property Act permits 
sales to be made without regard to 
any existing legal provision for com- 
petitive bidding. The law also con- 
tains a specific clause releasing dis- 
posal officials from personal liability 
for losses in surplus sales they nego- 
tiate in good faith. Fear of personal 
liability has been the chief reason 
why government officials were gener- 
ally inclined to favor sealed bids. Bids 
and auctions will continue, however, 
where speed isn’t too important. and 
where they’re customary in normal 
sales. For instance, it’s an old Mis- 
souri custom to sell mules at open 
auctions. Therefore, it’s likely that 
leftover Army mules will frequently 
be distributed in this fashion. 

Increased emphasis on negotiation 
gives buyers of leftovers a better 
chance to press for legitimate price 
reductions. For example, here are 
some of the bargaining points that 
can be used: (1) If the manufacturer 
is engaged in war production, sales 
of leftovers that will help the prosecu- 
tion of the war can be made very ex- 
peditiously at reasonable prices. This 
will continue to be a very strong point 
as long as the war lasts. (2) In ne- 
gotiating a price, the manufacturer 
should emphasize any freight charges 
which will have to be absorbed or per- 
mit use or resale of the leftovers. (3) 
For the brokers or distributors, com- 
missions, handling charges or profit 
allowances necessary to affect dis- 
position are all legitimate bargaining 
points, etc. 


High or Low Prices? 


There are opposing pressures in 
both government and business. Within 
the business world, manufacturers of 
new goods want high prices to kill off 
competition of leftover products. But 
business buyers want low prices’ for 
profitable use or resale. These op- 
posite attitudes are reflected in the 
approach of OPA and SPB to the sur- 
plus pricing problem. While OPA’s 
primary interest is to set price ceil- 
ings to prevent users from overpay- 
ing, SPB’s chief concern is to set 
price floors to assure the greatest 
possible return to the government. 

Present balance of forces is still in 
favor of the high-price people. Be- 
cause of wartime shortages, leftovers 
could frequently be sold above ceiling 
prices for corresponding new products 
if OPA had not applied ceilings to 
such sales. The Administration is 
determined to introduce rigid price 
floors for leftovers if necessary to 
prevent price depreciation or disorder 
in the market for specific commodities. 
The Surplus Property Act itself sets 


(Continued on page 34) 
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Tightened Controls 


The War Production Board is in 
process of revising Order L-335. The 
official text doubtless will have been 
issued before you read these lines. 

There are two special reasons for 
this revision. First, the military de- 
mand for lumber will continue high 
until the European war ends. Per- 
haps beyond that point. Second, 
lumber production has been declin- 
ing; due to equipment and manpower 
shortages. There’s small chance of 
recovering full volume production be- 
fore spring or summer. 

The industry has been able to meet 
its military obligations; even though 
1944 production was some ten per- 
cent less than production for 1943. 
As the NLMA points out, the civilian 
took the rap to make up this deficit. 
The association says also that “A 
poll of informed sources reveals little 
optimism that larger rations of lum- 
ber for civilians can be expected in 
the near future.” 

These factors explain the tighter 
controls in the revision of L-335. Be- 
cause the revised order has not been 
issued, as of this writing, the Calen- 
dar will attempt no detailed prophecy 
of its contents. We urge you to see 
the official text before taking any 
action or making any new plans. But 
it can be said, in general terms, that 
the new version will restore L-335 
quite largely to its original form; 
also that little lumber will be avail- 
able for sale on unrated and uncerti- 
fied orders. We understand that a 
sawmill producing less than 100,000 
feet a year does not come under the 
order. The provision remains un- 
changed. We understand, also, that 
the formula for unrated sales by dis- 
tribution yards is being changed in 
some detail and may be made more 
equable. It isn’t likely to be more 
generous in footage. 

The earlier revision, dealing with 
Western pine, was but partly success- 
ful. It served its purpose, sure 
enough, in regulating those particular 
species of lumber. But, in accom- 
plishing this, it spread the earlier 
troubles of Western pine to other 
areas of the industry. This helps 
explain the reason for a general re- 
vision of the control system. It’s an 
effort to adjust the regulations as a 
whole. 


War Atmosphere 


Washington leaders say that these 
control shifts are to be expected; that 
they come directly from the changed 
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attitude toward the war. For a time, 
last fall, there was a great wave of 
optimism in regard to the early end- 
ing of the war in Europe. This ap- 
peared in the Washington agencies 
and resulted in fast planning for re- 
conversion. Everybody knows about 
that. Everybody knows how these 
hopes were spoiled by the German 
counteroffensive. 

Said one Washington leader of the 
industry: “We may as well make up 
our minds that all those attractive 
plans for getting going on private 
construction have now been retired 
to the shelf. Certainly, they could 
be taken down off the shelf quickly, 
if the Nazis folded. But there’s no 
use teasing ourselves with these 
things until Germany is defeated. 
The only smart thing to do now is 
to play the game as though we ex- 
pected the war to last indefinitely. 
Yes, that may mean enormous sur- 
pluses of goods to be disposed of, 
after the war. Undoubtedly we’ll ac- 
cumulate much more than we need; 
but it’s the only safe way to fight 
the war. I hope to hear no more of 
these plans for civilian reconversion 
until the European war is definitely 
won, This doesn’t mean that the new 
controls will destroy the industry. 
They haven't, so far. As a matter 
of fact quite a few lumbermen, 
whether they like to admit it or not, 
have found the prices and volume 
under public regulation to be a fair 
imitation of a gravy train. Not all 
have had that experience, of course. 
Nobody likes these close regulations. 
There’s no argument at that point. 
But these revisions are needed, to 
send lumber to the right places. 
We’ve got the controls. We don’t 
have to like them. But most lumber- 
men can operate under them without 
too much hardship. Hardship or not, 
we’re going to operate under them; 
and that’s that. 


What's Ahead 


It’s been clear for some time that 
the control agencies have been pre- 
paring to tighten up on lumber dis- 
tribution. 

J. Philip Boyd, of the Lumber 
Division, stated in December that de- 
creased lumber production would 
probably make necessary the placing 
of distribution eontrols over the lum- 
ber that for some months had been 
sold without certification. 

At about the same time the WPB 
told the Lumber Retail Distribution 
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Advisory Committee that lumber re- 
quirements were far in excess of sup- 
ply; added that this gap would in- 
crease rapidly if the downward trend 
in production persisted at its current 
rate. 

For the first quarter of 1945 the 
gap between requirements and prob- 
able supply for all lumber amounted 
to 1,673,000,000 feet; for western 
pine, 777,000,000 feet; and for No. 1 
common and better grades of eight 
species of heavy hardwoods, 132,000,- 
000 feet. 

Expiration of Direction 8-a, on Dec. 
31, left distributors dependent upon 
the 5,000 to 8,000 feet of lumber per 
quarter in filling uncertified orders. 
The Committee declared that this 
amount per yard is clearly not 
enough to meet minimum essential 
needs for home maintenance and re- 
pair; suggested an amendment that 
would base quantities of lumber that 
distributors might sell in this way 
upon previous volume of such sales. 
There is evidence that at least a 
minority of distribution yards are not 
interested in this maintenance and 
repair trade. Most yards do find it 
important to their own business and 
to the service they can render their 
communities. If it is at all possible, 
this “free” lumber should be allo- 
cated according to need. The WPB 
agreed to consider it; pointed out, 
however, that it would be a tough 
allocation problem. 

The tire crisis was back of a warn- 
ing given out by the WPB against 
excessive production of low-grade 
lumber. The idea is the fullest pro- 
duction of the better grades, needed 
and most useful in the war effort. 
The agency recognizes that in produc- 
ing better grades a certain footage 
of low-grade stock in unavoidable. 
The agency will take this into ac- 
count and will help the mills to mar- 
ket it. But the lumber shortage has 
inspired some operators to log and 
saw inferior trees; thus producing a 
very large percentage of inferior 
stock. This performance draws no 
agency cheers. Quite the contrary. It 
wants no labor, tires or gas used up 
in this sort of thing. So the agency 
announces in a hard voice that the 
type of lumber produced will be taken 
into consideration in makihg allot- 
ments of equipment and in manpower 
referrals to these sawmills. 

For some time retailers have re- 
frained from buying low-grade lum- 
ber, even when it has been offered. 
It would seem that some mills have 
diagnosed the shortage as so acute 


January 6, 1945, AMERICAN LUMBERMAN 


ie 


Ne anal 











AME 





GEORGIA HARDWOOD LUMBER CO. 


Manufacturers & Exporters 
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that retailers will buy anything that 
looks like lumber. The agency has 
full sympathy with the earnest de- 
sire of retailers to get lumber for 
their customers; and it puts on re- 
straining orders wholly and solely 
to make limited equipment do the 
maximum job for the war effort. 
Civilian uses of lumber must carry 
the burden of proof; must show be- 
yond doubt that they do contribute 
to the war effort. 

Here’s a passing example: Tires 
for trucks moving logs from the 
woods to the mill carry a No. 1 pri- 
ority. Tires for trucks moving lum- 
ber from mill to consumer carry a 
No. 3 priority. Of course some of the 
latter are used in serving war needs; 
but some are not. The agency grows 
skeptical; tightens up on the burden 
of proof. 


Retail Outlook 


Secretary Northup of the NRLDA 
was not at all surprised by the re- 
modeling job done on L-335; sorry it 
had to be done, since it issues from 
a long continuation of the shooting 
war, but not surprised. He has been 
predicting, ever since the hope for a 
speedy victory over the Nazis was de- 
layed, that L-335 would be returned 
to essentially its original form; with 
but few sales without ratings. 

The WFA lumber will still be avail- 
able for farm purposes, under the 
well-known formulas. This program 
is likely to be of top importance to 
agricultural yards and to farmers. 
In fact its value is not even yet fully 
appreciated by those for whose bene- 
fit the program was set up. But it 
will be more appreciated as the next 
crop season approaches. 

Most other lumber, Mr. Northup 
says, will go definitely into war 
projects. And, under present circum- 
stances, that is where it should go. 
The Secretary believes the distribu- 
tors who have either war contracts 
or farm business will get along. 
There are actually a good many new 
war factories being built; for pro- 
ducing tires, heavy ammunition and 
the like. The distributors who have 
the toughest time in prospect are 
those who depend upon urban home 
construction, maintenance and repair. 
These boys are going to need their 
inventiveness and imagination. Gen- 
erally they have these qualities. So 
far the urban yards with no war con- 
tracts have managed to get along; 
and they deserve a lot of credit for 
their skill. They don’t and can’t 
count too much on the traditional 
trade centering about the merchan- 
dising of lumber. If they can get 
along until the Nazi war is finished 
they’ll then be in a good position. 

The glorified dreams about the 
speedy junking of L-41, so Mr. 
Northup says, have definitely gone 
back to the warehouse. Under the 
circumstances that’s necessary, much 
as everybody is disappointed. The 
orders should be and must be rugged 
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enough to divert needed lumber into 
war channels. That’s where it be- 
longs. That’s where it must go. 


Wage Rates 


Wage increases seem to be in the 
agitation stage, clear across the in- 
dustrial board. 

Officials of the Lumber Division, 
WPB, tell this page that no proposals 
applying exclusively to this industry 
are now in the works. At least they 
know of no important proposals of 
the kind. But, to be fair about it, 
they do add that certain collateral 
factors might have at least an in- 
direct effect upon lumber wage levels, 
later on. 

A new definition of substandard 
wages seems to be in the making. 
Like this: The Textile Workers 
Union ‘has asked the National War 
Labor Board to raise the minimum- 
wage level of that industry; has in 
fact asked that it be raised from 50 
to 71 cents an hour. Public members 
of the Board have suggested 55 cents. 
Industry members opposed any in- 
crease. Labor members in a lengthy 
statement recommended 72 cents. 
Since a majority of the members 
favor some increase, it’s certain 
enough that the figure will be raised. 
Business leaders in Washington guess 
it will go to 55 cents. This is im- 
portant to lumber; since the new tex- 
tile minimum is likely to become, 
either by official ruling or common 
practice, the minimum rate for all 
industries. 

There has been a need for a new 
and clear definition of substandard 
wages. In a general way it has 
meant wages lower than the mini- 
mum set for that particular industry. 
But, in terms of employment regula- 
tion, this hasn’t been a very useful 
definition. The usual comment on this 
definition is, “So what?” It might 
continue to mean that wages lower 
than the industry minimum could be 
raised without applying to the WLB 
for permission. The rumor goes 
around, however, of a new meaning; 
namely, that if a concern pays sub- 
standard wages it will get no help 
from government labor agencies in 
the hiring of workers; no allocations, 
no assignments. That could be a 
hard wallop. 

Note that the control agencies are 
helping each other to enforce their 
respective orders. For example, the 
WPB has announced that priorities 
and allocations of materials may be 
withdrawn or modified if WMC regu- 
lations are violated; specifically, if 
an employer refuses to comply with 
employment ceilings or hiring regu- 
lations. This is said to be aimed es- 
pecially at labor hoarding, in certain 
neighboring industries. A manufac- 
turer who couldn’t get materials 
wouldn’t find labor hoarding profit- 
able. But this policy is mentioned 
here merely to indicate the fact that 


agencies are combining for policy en- 
forcement. This joint action may be 
extended. 

Should the new textile minimum 
apply only to textile wages, it would 
still affect the lumber industry. When 
one industry in a given area pays a 
higher wage than its neighbors, the 
neighboring industries are apt to lose 
their workers. In any event they'll 
be subjected to heavy pressure to in- 
duce them to equalize their wage 
rates. There are many textile work- 
ers in the South; hence the Southern 
pine producers are watching the tex- 
tile case. 

Note also that Senator Pepper in- 
troduced a resolution in the Senate, 
setting a national minimum of 65 
cents. The resolution was not acted 
upon and expired with the 78th Con- 
gress; but it probably will be rein- 
troduced. All these things indicate 
how extensive and persistent is the 
drive to get basic wage rates in- 
creased. 


Production Problems 


For reasons that need no repeat- 
ing here, Southern pine producers 
state that under present lumber price 
ceilings they can pay no _ higher 
wages. Rumors are current that a 
number of S. P. operatives are con- 
sidering the matter of closing down 
their mills. Whether or not this 
actually happens can be determined 
only by time and events. 

But lumber production continues to 
decline. Leaders of the industry tell 
us that the weight of uncertainty 
about costs and returns must be part 
of the explanation. If an operator 
is pondering a shut-down, to avoid 
dissipating his capital, he’s hardly in 
the mood to do a top job of produc- 
tion. 

Of course there are other reasons 
for reduced output. The shortage of 
heavy-duty tires continues to be seri- 
ous, with little immediate prospect 
of an increased supply. Army de- 
mands are stupendous. There are said 
to be more than half a_ million 
wheeled vehicles with the U. S. Army 
on the western front; and _ these 
vehicles use up more than 5,000 tires 
a day. Each month Ejisenhower’s 
men are said to use up 900 heavy 
trucks, 375 medium tanks and 1,500 
jeeps. 

The manpower shortage in the S. P. 
area has been acute during the fall. 
There were heavy seasonal demands 
for labor to harvest crops. 

During October, latest month for 
which official figures have been com- 
piled, production of softwoods for the 
entire U. S. dropped 9.2 percent be- 
low the production figures for Octo- 
ber, 1943. Total lumber production, 
all species, for the first ten months 
of 1944, was 3.9 percent below that 
for the comparable period of 1948. 
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Surplus Property 


(Continued from page 29) 








up a definite price floor for surplus 
farm commodities sold in the U. S. 

In addition to price floors and spe- 
cific pricing rules, a continuance of 
the general 75 percent pricing for- 
mula now used in setting prices for 
termination leftovers can be expected. 
Assumption is that a 25 percent profit 
margin isn’t sufficient to attract spec- 
ulators, but is big enough to encour- 
age legitimate distributors, dealers 
and war contractors to dispose of left- 
overs. However, it’s a good bet that 
the 75 percent formula will topple by 
the time hostilities end. One big loop- 
hole that exists right now is the per- 
mission to sell at less than 75 percent 
of cost or market price after a “rea- 
sonable” time. The term “reasonable” 
has been left conveniently undefined 
so that, if necessary, lower prices can 
be quickly established. While returns 
from leftover sales won’t hit the low 
of World War I (35c on the dollar), 
they’ll almost surely be closer to 50 
percent than 75 percent. 

Small lots—so-called nominal quan- 
tities worth less than $2500—and left- 
overs from contract cancellations 
where the entire termination claim is 
less than $10,000 before disposal cred- 
its, offer buyers an immediate oppor- 
tunity for lower prices. For such 
transactions there is no price floor. 
They present an excellent oppor- 
tunity for small business to get left- 


over materials and products at lower 
than usual prices. 


Cash or Credit 


The Surplus Property Act author- 
izes any disposal agency to make 
sales for cash, credit or other prop- 
erty. The only restriction on credit is 
that, in the case of (a) raw materials, 
(b) consumer goods, and (c) small 
tools, hardware and non-assembled 
articles, no extension of credit shall 
be for a longer period than three 
years. 


Guaranteed or As-Is Merchandise? 

Purchasers can legitimately de- 
mand: (a) that surplus property be 
accurately described and classified by 
disposal agencies, and (b) that the 
goods when delivered are exactly as 
described when purchased. If errors 
in quantity or quality turn up when 
merchandise is delivered, appropriate 


scrapped. 


Disposal Depots 

Establishment of central warehouses 
or depots scattered throughout the 
country is a probable development in 
many types of surplus disposal. Pack- 
aging of surpluses is likely to grow 
more fancy as the volume of leftover 
rises and prices drop. Similarly, mov- 
able merchandise will be delivered 
more and more frequently by the gov- 
ernment instead of having to be 
picked up by buyers at a disposal 
depot. Until improvements along 
these lines are introduced, leftover 
buyers should count on a certain de- 
gree of inadequate packing and ship- 
ping inconvenience. 


Stockpiling Encouraged 
The Surplus Property Act provides 
for the stockpiling of strategic metals, 
minerals and other materials. In 
most cases, such surplus stocks will 
be frozen for at least a year. 


Imports of Surpluses Restricted 

The Surplus Property Act sets up 
the policy of prohibiting, so far as 
feasible, the importation into the 
United States of surpluses sold abroad 
or exported from this country. 


Withholding Surpluses from the 





The adventures of Sylvester as he goes about his daily home tasks are a part of the advertising mat service being offered to lumber dealers 
by the National Retail Lumber Dealers Association through local state and regional associations. Sylvester is the creation of Hank Ketcham, 
who also does the Saturday Evening Post cartoons which feature Half Hitch, the pint sized sailor. Sylvester will appear on the monthly 
clip sheet together with other ofe and two column ads on timely promotions. In addition, spot cuts of lumber dealer merchandise will 
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adjustments in kind or in price differ- Market 

entials should certainly be permitted. The Surplus Property Act marks a 

Handling Trade-marked Merchandise shift in the use of government stock- 

The chances are that manufacturers piling from accumulating critical ma- 
of trade- marked products will be _ terials in order to meet a shortage to ee 
given “first refusal” on leftovers bear- withholding them from the market in — 
ing their trademarks. However, their order to combat an over-supply. How- — 
options to buy will probably be re- ever, the stockpiling provisions of the on 
stricted by conditions that the left- Act can be made to apply to fabricated ae 
overs be sold fairly promptly rather products and non-strategic commodi- ee 
than withheld from the market or _ ties only by an extremely loose con- bie 
struction of their meaning. Sie 
exes 
be made available to dealers to liven up their advertising. eee 
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THAT DOES IT! 


Sylvester is happy because he’s stopped that leak—tem- 
porarily. But we have better ideas for YOU. 

Repair or reroof now. We offer you a choice of roofing 
materials to suit your needs, so you don’t have to do as 


Sylvester does. 


























DON’T LOOK NOW — 
Sylvester has done a good job, but has some wall paper 
left over —in strange places. 
Get your wall paper and redecorating supplies from us. 
You can do a better job than this—or perhaps we can 


recommend a decorator for you who will do it better. 
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NOW...more than ever...IT’S TIME 
TO PUT A DEWALT IN YOUR YARD! 


Here’s the way you can develop a DeWalt IDEA BOOK — which gives 
“one-two” punch in your selling practical ideas on how to put action 
methods! and showmanship into the lumber 
i ! s 
FIRST—put in a DeWalt and let it business! Thousands at dealers a 
ne ready have profited from this book. 

make over your yard! It’s the perfect 
, You can, too. Send coupon below for 

lumber dealer's saw — out-cuts, out- 


rips and out-performs any similar year aye ae 
type machine. With DeWalt, you can 

re-work the wartime lumber you buy FREE 

into products you can sell. With 

DeWalt, you'll be all set for cutting IDEA 

tomorrow's lumber, such as trans- BOOK! 

muted, flame-proof lumber. 


SECOND-—get yourself a copy of this 


x 


‘DeWALT PRODUCTS CORPORATION 
‘Fountain Avenue, Lancaster, Penna. -_ 
| send me a fee copy of the DeWalt IDEA BOOK. : 


AMERICAN LUMBERMAN, January 6, 1945 
































safe practices in handling logs and 

* other materials produce numerous in- 

Accident Rates juries and partly account for the high 
(Continued from page 27) frequency rate. 

Switching its attention to the 








woodworking industry, the National 
dumping loads of logs. Inadequate Safety Council uncovered the follow- 
training in the safe practice of warn- ing facts: 
ing nearby employes before a tree The average 1943 frequency rate 
falls and the safe practice of stand- of woodworking plants rose 14 per- 
ing in the clear results in frequent cent over 1942, and the average 
serious injuries that partly account severity rate soared 62 percent. Acci- 
for the high severity rate of logging dent prevention work was more effec- 
operations. tive in most other industries. The 
Insufficient help, lifting with the average frequency rate of all indus- 
back instead of the legs, and other’ tries was down five percent and the 

































MARLITE ended their evil days. 
“Grime,” you know, Never Pay — 


Attractive MARLITE Interiors 
Retain Original Beauty... Keep 
Your Customers Satisfied! 


Your biggest business assets are your satisfied cus- 
tomers. No other factor is as important in creating 
increased sales— producing greater profits. 

And when you stock and sell plastic-finished 
Marlite, you can offer an interior wall and ceiling 
paneling that baffles Blurmites*; that assures con- 
tinued customer satisfaction and the word-of- 
mouth recommendations such customers always 
freely give. 

Pre-finished Marlite comes in large wall-size 
panels, easily installed, equally practical and adapt- 
able for new construction or remodeling. The pio- 
neer high-heat-bake finish prevents deterioration 
caused by dirt and moisture penetration. Marlite 
is easily cleaned and moderate in cost. 












































































































































— destructive agents, barmjul 
to the finish of many wall, 
ceiling amd counter surfaces. 





























FREE SAMPLES 
AVAILABLE 


Marlite is manufactured in 
\plain-colors, tile-patterns, hor- y : > 
hizontaline, genuine wood- ‘ 

iveneers and marble- -patterns LOCKHEED AIRCRAFT CORPORATION first aid room with Plain- 


























with harmonizing moldin Color plastic-finished Marlite walls; Marsh Stainless Stee! mold- 
¥ree samples and a full-co or ing. Installations like this usually provide priorities that assure 
catalog are available— write! quick delivery of Marlite. 




















MARSH WALL PRODUCTS, Inc. 


141 MAIN ST., DOVER, OHIO. 

















PLASTIC-FINISHED WALL PANELS + FOR CREATING BEAUTIFUL INTERIORS 
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average severity rate was up only 
one percent. 

The frequency and severity rates 
of all types of injuries rose consider. 
ably in 1948. The sharpest increase 
was in the frequency of deaths—200 
percent; the severity of permanent 
impairments rose 48 percent. The un- 
favorable experience with serious in- 
juries accounted mostly for the large 
increase in the industry’s severity 
rate. Permanent partial disabilities 
are a serious problem in woodworking 
plants; the frequency of this type of 
disability was 1.21, or twice as high 
as the 1943 average for all industries. 

Large plants had the worst 1943 
accident records. The average sever- 
ity rate of large units soared 66 per- 
cent in comparison with the 1942 rate 
and the increase in the average fre- 
quency rate was 17 percent. Small 
organizations, however, have had 
least control over accidents since 
1933. Their frequency rates have in- 
creased sharply since 1933 in com- 
parison with a small rise in the aver- 
age rate of large units. The future 
showing of woodworking in compari- 
son with other industries, therefore, 
depends on better results by both 
large and small plants in various 
branches of the industry. 

Special attention to accidents in- 
volving certain types of equipment 
and materials offers substantial op- 
portunities for reducing injury rates 
in producing lumber products. An 
analysis of almost 3,000 accidents in 
the industry by the Department of 
Labor of Pennsylvania indicated that 
the prevention of saw accidents would 
mean a substantial improvement in 
the severity rate. Machines were in- 
volved in almost one-fourth of all in- 
juries and, although numerous kinds 
are operated, most machine accidents 
involved power saws, particularly rip 
and cut-off. The industry’s high fre- 
quency rate for permanent partial 
disabilities also is largely due to saw 
accidents. 

Effective training in safe practices 
in handling lumber and other mate- 
rials should produce a_ substantial 
reduction in the frequency rate. Ac- 
cidents in doing this work were one- 
fifth of all compensated cases in 
various states. The causes of the acci- 
dents indicate that wearing safety 
shoes and proper types of gloves, suf- 
ficient help in handling heavy tim- 
bers, lifting with the legs instead of 
the back, passing instead of throw- 
ing lumber, and a good grip are safe 
practices requiring special attention. 


Hammer Stiff Paint Brushes 


Hammering may sound like rough 
treatment for a stiff paint brush, but 
it works very well. 

Dip the brush in the diluent you ex- 
pect to use—gasoline, turpentine, lin- 
seed oil, ete—hammer carefully until 
the old paint bond is thoroughly 
broken up, remove the old dry paint 
by going through the painting mo- 
tions on an old board. 
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Practical Plans Will Build Profits for You! 


In spite of the starry-eyed visions of impractical promisers, the Home of Tomor- 
row will be the natural evolution of the homes of today. Your post-war home 
will not be made of star-dust . . . it will continue to be made of wood! 

An alarming number of prospective home-owners have been led to believe 
that within a few months after the war’s end “Miracle Homes” of stratospheric 
design and construction . . . . push-button kitchens, elaborate electrical controls, ; 
plastic walls . . . will be available at low cost. There is no sound basis for these 
architectural absurdities, say experienced builders ...The home of tomorrow 
will follow the conservative lines of tested worth, modified only by proved 


technical advancements. 
A Big Book of Practical Plans for 


»? & fb Post-War Homes of Tested Value 


BE READY FOR THE RUSH OF 
HOME CONSTRUCTION TO FOLLOW V-DAY! 


Send NOW for the Dierks Plan Book of 25 Tested Homes, Free to 
Retail Lumber Dealers east of the Rockies. To sell /umber, you 
must sell gracious living and a lifetime of happiness in an attrac- 
tive, efficient home. You need plans to show—tested plans with 
complete descriptions in a wide variety of types’ to suit every 
modern need and taste. Mail the coupon today! 


DIERKS LUMBER & COAL CO. 
Dierks Bldg., Kansas City 6, Mo. 

| Please send my FREE —_—e copy of Dierks 
TESTED HOMES. Mail without obligation to: 


LUMBER & COAL CO. Alls i cei he eee 
DIERKS BLDG. KANSAS CITY, MO. RB: 6.5 05:2. ce KRHA a 
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For the Lumber & Building Materials Industry 


Acting Manager and Acting 
Secretary for NLMA Appointed 


As authorized at the annual meet- 
ing in Chicago, Dec. 183, NLMA Pres- 
ident George T. Gerlinger has an- 
nounced the appointment of Harry 
G. Uhl as acting manager and Henry 
Bahr as acting secretary of National 
Lumber Manufacturers’ Assn.,_ to 
carry on the executive duties of Dr. 
Wilson Compton, who resigned after 
26 years as secretary-manager to ac- 
cept the presidency of Washington 
State College. 

Both appointments are pro tempore 
to bridge the interim until a new 
executive officer of the association, 
who will be officially designated ex- 
ecutive vice president, is named by 
action of the board of directors. 

Harry Grant Uhl joined the Na- 
tional Lumber Manufacturers’ Assn. 
in Chicago in October 1920, as a gen- 
eral assistant to Wilson Compton on 
governmental relations and _ traffic 
matters. In 1921 he moved with the 
association offices from Chicago to 
Washington. After serving as secre- 
tary of the Central Committee on 
Lumber Standards from 1924 to 1927, 
he became assistant secretary of 
NLMA in charge of administrative 
work at the time the National Lum- 
ber Trade Extension Campaign got 
under way, and the following three 
years spent much time in the field 
soliciting additional subscriptions to 
the campaign. He spent 1931 on spe- 
cial assignment in Chicago, develop- 
ing sales and collections for the Na- 
tional Lumber Manufacturers Credit 
Corp., publisher of the former lum- 
bermen’s “Blue Book.” He returned 
to field work in 1932, calling on mills 
for NLMA subscriptions. At the in- 
ception of the Timber Engineering 
Co. in 1933, he was appointed secre- 
tary of the corporation and was pro- 
moted to vice president and secretary 
the following year, in which capac- 
ity he has served until his appoint- 
ment as president at the annual meet- 
ing in 1944. 

Henry Bahr, whose appointment as 
acting secretary recognizes nearly a 
decade of service to the association, 
gained his first experience in the 
lumber industry from 1929 to 1931, 
when he did economic analysis for a 
lumber firm in connection with lum- 
ber tariffs. From 1932 to 1936 he was 
employed by the Library of Congress 
as a legislative reference research as- 





Henry Bahr 


Harry G. Uhl 


sistant, which gave him broad experi- 
ence in gathering information on eco- 
nomic and legal problems. During 
that period he continued work in 
economics for individual lumber com- 
panies on a part time basis. 

In 1936 Mr. Bahr was employed by 
the National Lumber Manufacturers’ 
Assn. as assistant to the secretary- 
manager for governmental relations, 
traffic and transportation, customs, 
tariffs, and legal problems. He also 
served as general assistant to Dr. 
Compton in inter-industry contacts 
for American Forest Products Indus- 
tries, Inc., and Timber Engineering 
Co., as well as the association, and he 
was recently appointed legal counsel 
for the three organizations. In this 
work he succeeded his elder brother, 
Carl Bahr, who was an assistant to 
Dr. Compton from 1925 to 1933, sec- 
retary of the Lumber Code Authority 
from 1933 to 1935, and assistant sec- 
retary of NLMA in 1935-36. 

Henry Bahr has also headed the 
statistical department of the associa- 
tion and in 1940 was appointed di- 
rector of the economic and law serv- 
ices. He has represented the lumber 
industry before many congressional 
committees and government depart- 
ments and served as secretary of the 
Forest Industries Committee on Tim- 
ber Valuation and Taxation which 
sought the enactment of the timber 
income provisions of the 1943 Rev- 
enue Act, frequently described as the 
outstanding forestry legislation of the 
past 20 years. 


Additional Controls Over 
Hardwood Distribution 


Direction 6 to Lumber Control Or- 
der L-335, as amended Dec. 18, re- 
quires mills producing 5,000 board 
feet or more per day of lumber of any 
kind to sell hardwoods only on certi- 
fied orders. Additional controls found 


necessary by WPB because of in- 
creasing demand for hardwoods and 
growing tightness of lumber in gen- 
eral. 

Former provision of Direction 6 re- 
serving 5/4 or 6/4 No. 1 common and 
better grades of white oak, red oak, 
birch, beech, pecan, rock elm, hard 
maple, and tough white ash for the 
military (through “purchase alloca- 
tion” by CPA, U. S. Corps of Engi- 
neers) remains unchanged. This pro- 
vision applies to mills cutting 5,000 
board feet or more of hardwoods of 
any kind. 

Mills cutting less than 5,000 board 
feet of hardwood lumber per day are 
required to accept certified orders; 
they may also sell hardwoods on un- 
certified orders if delivery does not 
interfere with filling certified orders. 


Farm Lumber Directive 26 
Amended 


An amendment to Directive 26, is- 
sued Dec. 29, provides that farmers 
who need lumber for emergency 
maintenance and repair of farm dwell- 
ings may now apply to the War Food 
Administration for preference ratings 
instead of to War Production Board 
local field offices. 

Under delegation of authority al- 
ready provided by Directive 26, WFA 
assigns preference ratings to farmers 
for lumber for all other permitted 
uses. 

WPB’s Office of Civilian Require- 
ments has transferred to WFA 15,- 
000,000 board feet of lumber from its 
allotment for the first quarter of 1945 
to provide lumber for emergency 
maintenance and repair of farm 
dwellings. 


Need Complete Information on 
Western Pine Uses 


WPB gets many complaints about 
the agency’s refusal to process Form 
WPB-3640 in regard to Western pine 
lumber; states that much if not most 
of the trouble is lack of sufficient in- 
formation in the accompanying let- 
ters sent in with the forms. It will 
help if fairly complete information is 
included showing quantities of west- 
ern pine lumber required for each 
class of product. If for containers, 
there should be information about 
types of boxes and the essentiality 
of the product to be packed in them. 
If the lumber is to be used for pro- 
duction material, each class of prod- 
uct should be named and its essential- 
ity indicated. If for any other use, 
the relationship of the article to the 
war effort should be indicated. It’s 
necessary to show why other species 
are not being used; and statements 
from lumber suppliers about the in- 
ability to get other species are es- 
pecially useful. A Class 1 consumer 
should give the approximate relation- 
ship of his current western pine in- 
ventory to the earlier figures re- 
ported; that is, he should show the 
change in his western pine inventory. 
Other customers, not in Class 1, 
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METROPOLITAN LumBER Co. 


Manufacturers Representatives Since 1907 


CHICAGO-- 4010 West Madison St. Kedzie 7510 
MILWAUKEE -- 7534 W. State St. Bluemound 4686 


x PONDEROSA PINE 

x SUGAR PINE 
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x PINE MOULDINGS aaa 
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* PINE CUT STOCK 




















Exclusive Representatives of 


PONDEROSA MOULDINGS, INC. 


REDMOND, OREGON 


Manufacturers of Ponderosa and Sugar Pine Mouldings 


ALL SALES BY: 
METROPOLITAN LUMBER CO., CHICAGO — MILWAUKEE 
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should report the number of feet in 
the western pine inventory; an esti- 
mate, if actual figures are not avail- 
able. Other statements indicating 
reasons for and degree of hardship 
imposed by the western pine limita- 
tion will be useful. Better send this 
information in with the Form. 
Chances are that you’ll be asked for 
it if you don’t include it in the first 
place. 


WPB Lumber Division Personnel 
Changes 

Shifts in personnel, Lumber Divi- 
sion, WPB: Walter R. Jones has re- 
signed as Chief of the Operations 
Branch; will continue as consultant 


to the director. Harold E. Holman 
will act as Chief of the Operations 
Branch while at the same time con- 
tinuing his work as Chief of the Log 
and Lumber Section. John N. Winton, 
assistant director, now has general 
supervision of the administration of 
the Operations Branch and also of the 
Distribution Branch. Edward J. Fish- 
baugh, while retaining his position as 
Chief of the Products Section, is now 
a special assistant to the director, 
dealing with foreign requirements. 
Harry N. Sweet, who comes from the 
United Brotherhood of Carpenters 
and Joiners, AF of L, is special as- 
sistant to the director on labor mat- 
ters. 
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Surplus Property Buyer's 
Guide Revised 

Mason Britton, who has succeeded 
W. L. Clayton as Surplus War Prop- 
erty Administrator, has announced a 
revised edition of the Buyer’s Guide 
for Surplus Property. It may be ob- 
tained from the Superintendent of 
Documents, Washington 25, D. C., for 
10 cents a copy. The new Surplus 
Property Board will take over at 
some undetermined time. 


Sitka Spruce for Gliders 


Grays Harbor (Wash.) sawmills 
and logging camps are particularly 
busy turning out Sitka spruce for the 
manufacture of some four thousand 
gliders that the United States Army 
Air Corps needs for carrying military 
personnel. Army officials have in- 
formed the industry they expect 
7,000,000 feet of aero timber will be 
required to fill the present glider or- 
der. The immediate production prob- 
lem is particularly urgent as it is nec- 
essary to get enough high grade logs 
felled, bucked, and transported from 
the high camps to mills before the 
camps become snowbound. Logging 
of Noble fir especially is being rushed 
in Oregon camps generally known as 
“summer shows’, and where logging 
companies never contemplated winter 
operations. Grays Harbor mills man- 
ufacturing spruce lumber expect to 
be taxed to capacity to meet the or- 
der. 


Program Highlights for 
Northwestern Annual 


The highiights for the 55th annual 
convention and war conference of the 
Northwestern Lumbermen’s Assn., to 
be held Jan. 18-19 at Hotel Radisson, 
Minneapolis, Minn., include discus- 
sions of the postwar home market, 
how the prefabricated home will af- 
fect the retail lumber business, the 
farm market, and postwar problems 
in rural construction. 

A Hoo-Hoo concat and stag party 
on Jan. 18 is being sponsored jointly 
by the Twin Cities Hoo-Hoo Club and 
the Mississippi Valley Lumber & Sash 
& Door Salesmen’s Assn. 


National Hardwood Wholesalers 
Will Hold Annual 


The eleventh annual meeting of the 
National Assn. of Hardwood Whole- 
salers will be held Jan. 12 in the 
Hotel LaSalle, Chicago. The morning 
will be spent renewing acquaintances, 
and after a luncheon at 12:30, to 
which the ladies are invited, the regu- 
lar business meeting will convene at 
2 p. m. “Timber to Tokio” will be 
shown by the Castle Radio Corp. and 
an evening banquet will conclude the 
meeting. 


Quebec Province Wholesalers 
Annual 


The annual meeting of the Quebec 
Province Wholesale Lumber Assn. 
was held at the Windsor Hotel, Mon- 
treal, Dec. 20. Hon. J. S. Bourque, 
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‘efor Homes of their Own! 





With whole families working ... and 
more money coming in... and fewer 
things to spend it on — hundreds of 
thousands of Americans are putting 
surplus cash into savings and bonds 
earmarked for post-war building. 




















It is pretty well agreed that the aver- 
age American’s No. 1 dream is — to 
own his own home. That’s why bank- 
ers — eager to increase bank-traffic 
and to promote more stable communi- 
ties — are actively sponsoring “Save- 
for-a-Home” Programs. 























And that’s why—after the war—you'll 
be assured of a big, profitable market 
\ for years to come. 





SOUTHERN PINE LUMBER CO. 


MILLS: DIBOLL and PINELAND, TEXAS 
GENERAL SALES OFFICE, TEXARKANA 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Minister of Lands & Forests for 
Quebec, was guest of honor at a ban- 
quet attended by 226 lumbermen. He 
told of plans for reforesting Quebec’s 
forests. 

President Landless Pratt in his en- 
nual report cited as the greatest 
single accomplishment the increase in 
ceiling prices for dressed lumber. He 
said the association has enjoyed more 
harmony and closer cooperation than 
it ever has in the past. 

Alcide Lalonde was elected presi- 
dent of the association, succeeding 
Landless Pratt. L. J. Bromley was 
elected vice president, and Gordon D. 
Grimshaw was re-elected secretary. 


Carolina Virginia Club Annual 

President T. B. Bledsoe presided at 
the annual meeting of the Carolina 
Virginia Lumbermen’s Club at the 
Sir Walter Hotel, Raleigh, N. C., on 
Dec. 14. Annual reports were made 
by President Bledsoe and Secretary 
H. W. Sholar; also by R. A. Huff- 
stetler, chairman membership com- 
mittee, and E. V. Hogan, chairman 
attendance committee,. and _ routine 
business was attended to. 

A letter was sent to Vice President 
S. P. Hines, expressing regret at his 


inability to attend the meeting be-. 


cause of iNness and wishing him 
speedy recovery. 
Hon. J. Melville Broughton, gov- 





1-MAN CREW 


IN 7 SECONDS 


FELLS 11” PINE 


ernor of North Carolina, was the 
featured speaker. Talks made stressed 
the importance of greater production 
to aid the war effort. Timber conser- 
vation and fire control in the forests 
were discussed. 

Officers elected for 1945 are: Pres- 
ident—Frank W. Cox, Eureka Lum- 
ber Co., Washington, N. C.; first vice- 
president—S. P. Hines, Hines Bros. 
Lumber Co., Kinston, N. C.; second 
vice-president — Joe McLaney, Mc- 
Laney Lumber Co., Charlotte, N. C.; 
secretary-treasurer—H. W. Sholar, 
H. W. Sholar Lumber Co., Lenoir, 
N. C. 

A banquet and a talk on “Postwar 
and Your Position in Your Commun- 
ity” by Claude Gaddy, business man- 
ager, Rex Hospital, Raleigh, N. C., 
concluded the meeting. 


Salt Lake City Lumber Dealers 

Lincoln F. Hanks, secretary-treas- 
urer, Noall Brothers Lumber Co., was 
elected president of the Salt Lake 
City (Utah) Lumber Dealers’ Assn. 
at its annual Christmas party, held 
Dec. 21 at the Newhouse Hotel. He 
succeeds Ralph Rhode, president F. S. 


» ese ® ® 2 222 fF | 


—and that’ ical enthusiasti 

an at's a typical enthusiastic report on the Murphy & Co., wholesale tember deel- 
ers. 

Other officers elected are Tom Gore, 
vice president; Horace B. Richards, 
treasurer, and Elmer R. Olson, secre- 
former production”. Whether the job is felling tary. 


or clearing—whether hardwood or pulp—the 


Lowther C-Saw! Large timber operators say— 
“It enables one man to do the work of 3”. 


Single independent loggers say—“‘It tripies my 


Memphis Lumbermen's Club 
Walter J. Wood, general sales man- 
ager of E. L. Bruce Co., Memphis, 
Tenn., was elected president of the 
Lumbermen’s Club of Memphis, Dec. 


Lowther C-Saw is producing for timber opera- 
tors in these days of scarce labor and pressing 


war production. Find out about it. Mail coupon 


below for descriptive circular. 


Y # 
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HARRY A. LOWTHER COMPANY, /41 W. 


Send me circular 61 that shows me how to triple my output. 


Name 


. 


er 


JACKSON BLVD., CHICAGO 4, ILLINOIS 





Address 
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16. Mr. Wood will be installed early 
in January succeeding George T. Mc- 
Call, who will automatically become 
a member of the board of directors. 

Elected with Mr. Wood were: First 
vice president Hosea Longwell; second 
vice president, Gerald A. Suddoth; 
secretary-treasurer, Ed Butler. 

A cocktail hour preceded the elec- 
tion at the Peabody, which was fol- 
lowed by a banquet, attended by about 
300 members and guests. 


Name New Manager 


E. H. Crosby, long associated with 
the late W. C. Ruegnitz, who was 
manager of the Columbia Basin Log- 
gers and the Columbia Basin Saw- 
mills associations, has been named 
new manager for the two groups. Mr. 
Crosby had been field supervisor of 
the associations for three years, and 
prior to then had been associated with 
various lumber and logging opera- 
tions. Announcement was made by 
L. H. Mills of Skagit-Linn Logging 
Co., president of the loggers’ associa- 
tion, and Henry Leaf of Inman-Poul- 
sen Lumber Co., sawmill association 
president. 


Montgomery Club Activities 


The Montgomery Lumbermen’s 
Club at a recent meeting adopted a 
motion favoring higher pay for work- 
ers provided OPA raised the lumber 
ceiling price in proportion. During 
discussion of the motion it was de- 
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West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

@ MILLWORK 
@ MOULDINGS 
@ BOX SHOOK 
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GENERAL OFFICE 
8 S. Michigan Ave., Chicago, Ill. 


WEST COAST OFFICE 
Pacific Bldg., Portland, Oregon 
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POULTRY HOUSES SUN PORCHES HOT AND COLD BEDS 


A QUALITY PRODUCT 


R-V-LITE is transparent, shatterproof, = 


weatherproof and durable. Easy to 
install. Easy to keep clean. A fine 


STORM DOORS 
AND WINDOWS 
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insulator — keeps heat in and cold out. 
Admits 70 times more “Vitamin-D” 
rays than window glass. 


A MULTITUDE OF USES 


R-V-LITE has many uses about 
the farm and home. Ideal for 
poultry houses, scratch sheds, 
hot and cold beds, farm build- 
ings, sunporches, ‘etc. Widely 
used also for shop and factory 
windows, skylights and partitions. 



















\AL 
The LOW cost WINDOW MATER 





A special heavy-duty 
fabric impregnated with R-V translucent 
weatherproof compound that freely ad- 
mits the sun’s “Vitamin-D” rays. LOW 
in cost—HIGH in service. Send your job- 
@ ber a trial order today. 

| _» 150-FT. ROLLS 36” WIDE 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE and R-V-TEX 
3472 N. KIMBALL AVENUE CHICAGO 18, ILL 














JOHN TAYLOR 


Wholesale Lumber 


Herald-Argus Building P. O. Box 3113 
CATONSVILLE 28, MD. 


Telephones; Catonsville 470 -- Gilmore 5823 











Yellow and White Pine -- Hardwoods -- Shingles 
West Coast Lumber 







Send us your stock lists and prices 


Rough or dressed By car or truck 
Member of National-American Wholesale Lbr. Assn. & Southern Wholesale Lbr. Assn. 
































FLOORING 





We have been many years building 

MAHOGANY eg up our reputation for quality and cus- 
uT tomer satisfaction. It distresses us 
WALN ‘ that under current operating and sup- 
ply conditions we are unable to meet 

even the needs of our regular custo- 

mers. whose forbearance we solicit. 


















SEND US YOUR INQUIRIES 





WEST COAST and SOUTHERN 
Lumber and Box Shook 


Graham Lumber Co. 


Wholesalers 


53 West Jackson Blvd., CHICAGO 4, ILL. 








































Planning for Long-Time Service 





Now co-operating as fully as 
possible on war orders, Tre- 
mont is looking ahead to re- 
sumption of its regular service 
to the trade. Tremont plans to 
be here permanently to serve 
its many customers. 
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clared that many mills were operat- 
ing at a loss to continue what they 
deem a patriotic duty. 

It was also declared that between 
2560 and 500 German prisoners would 
be delegated by the government to 
work in lumber camps in the Mont- 
gomery area to relieve a manpower 
shortage. 


New Hampshire Retailers’ 
Annual 


Featured at the recent annual 
meeting of the New Hampshire Retail 
Lumbermen’s Assn., which was 
largely attended, were addresses by 
Norman Mason, Chelmsford, Mass., 
a vice president of the National Re- 
tail Lumber Dealers’ Assn.; Paul S. 
Collier, Rochester, N. Y., secretary- 
manager Northeastern Lumbermen’s 
Assn.; and George Carter, New 
Hanipshire manager of Dun & Brad- 
street. 

Officers re-elected for 1945 are: 
President—Stephen M. Simonds, Lis- 
bon Co., Lisbon, N. H.; vice president 
—Richard A. Huber, Tolles-Bickford 
Lumber Co., Nashua; treasurer— 
Earle F. Boutwell, Boutwell Lumber 
Co., Concord; secretary — Harold 
Greatorex, F. R. Prescott Co., Mere- 
dith. 


Twin Cities Hoo-Hoo 
Host to Orphans 


The Twin Cities Hoo-Hoo Club was 
host on Dec, 19 to orphan children of 
the Minneapolis Augustana Mission 
at the club’s annual Christmas party. 
More than 200 adults and children at- 
tended. The entertainment was cli- 
maxed with the appearance of Santa 
Claus in the person of huge Doug 
Roos. 


Reopens Yard 


H. T. Clark, northern California 
lumberman, announces that his retail 
yard, the Clark Lumber Co., Modesto, 
Calif., closed since August, 1942, will 
be reopened. 


Business Changes 


With the closing of the Estate of 
Dolly Potter Webster, the ownership 
of Charles Webster Lumber Co., Wau- 
coma, Iowa, has passed into the hands 
of J. C. Webster and Ben A. Webster, 
who have organized a partnership to 
be known as Webster Bros. The man- 
agement of the company will remain 
exactly the same as it has for the 
past many years. 


Sells Lumber Business 


Harry Allan has sold The Allan 
Lumber Co., Inc., Greencastle, Ind., to 
the Black Lumber Co., with general 
offices at Bloomington and yards at 
Sullivan and Bedford, Ind., effective 
Jan. 1. The Greencastle yard will be 
operated as the Black Lumber Co. 
Mr. Allan, a past president of the 
Indiana Lumber & Builders Supply 
Assn., is disposing of his company 
because of ill health. 











Marks Fifty Years in 
Lumber Business 

John A. Limback, Cedar Rapids, 
Iowa, has spent fifty years in the 
lumber business, at present as active 
manager of the Limback Lumber Co. 
Mr. Limback is a past director of the 
Iowa Retail Lumbermen’s Assn. and 
a member of the Northwestern Lum- 
bermen’s Assn. 


New Appointments and 
Advancements 

Horton Spitzer, general sales man- 
ager, Plaskon Division, Libbey- 
Owens-Ford Glass Co., Toledo, Ohio, 
has announced the promotion of W. 
N. Shepard, formerly assistant gen- 
eral sales manager, to sales manager 
of Plaskon Glues and _ Industrial 
resins. R. B. Harrison, formerly Cen- 
tral district manager, has been named 
sales manager of Plaskon molding 
compounds. Both executives will have 
headquarters in Toledo. 


Promotions Announced 

President Richard E. Pritchard of 
The. Stanley Works, New Britain, 
Conn., has announced the promotion 
of John C. Cairns, from vice-presi- 
dent in charge of the Hardware Di- 
vision, to charge of operations . and 
in that capacity direct the Hardware, 
Hand Tools, Electric Tools, Pressed 
Metal, and Steel Strapping Divisions; 
Patrick F. King, vice president in 
charge of Hardware sales, to vice 
president in charge of the Hardware 
Division; Rodman W. Chamberlain, 
assistant general sales manager of 
the Hardware Division, to -general 
sales manager of all hardware sales 
under Mr. King. W. Ronald Morse 
will be plant superintendent in charge 
of all hardware manufacturing. 


Will Need More Employes 
in Postwar Era 

The Mengel Co., Louisville, Ky., es- 
timates that its full-scale postwar 
production will require 5,000 em- 
ployes—1,000 more than its pre-war 
average payroll. Officials of the com- 
pany estimate that $1,500,000 will be 
required to resume peacetime produc- 
tion, for such costs as actual recon- 
version, expansion, raw materials, 
stockpiles, inventory adjustments, de- 
ferred maintenance etc., and said that 
full-scale production can be reached 
within a year. 


Red Book Fetes Employes 


The Lumbermen’s Credit Assn., 
publisher of the Red Book, national 
credit rating service of the lumber 
industry, was host to its employes at 
its annual Christmas party held this 
year at Chicago’s Drake Hotel, Dec. 
20. Office talent vied with profes- 
sional entertainment in keeping the 
more than fifty guests in holiday 
mood. William Clancy, hale and 
hearty 85-year-old chairman of the 
board; his son, Will C. Clancy, presi- 
dent and treasurer, Miss Selma 
Hoefflin, secretary, and the commit- 
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EXCHANGE MILLS WILL SPEEDILY 
REVERT TO POSTWAR PRODUCTION 


OF QUALITY LUMBER 


The shift to peacetime production 
will be made overnight. However, 
do not expect Essco lumber to be 
rushed on the market without allow- 
ing ample time for proper seasoning. 
The loss in quality would far offset 
any time possible to gain. 

Exchange mills have made prep- 
aration to switch more of their pro- 
duction to End-Lokt lumber. This 


is because so many dealers have 
expressed their intention of replen- 
ishing much of their inventories 
withthis unique lumber which saves 
time and money all the way from 
the time it is loaded in a freight car 
until it is nailed into a structurally 
stronger house. In the postwar mar- 
ket its 12 advantages will give you 
a decided edge. 


EXCHANGE SAWMILLS SaLes Co. 


1111 R.A. LONG BUILDING 


Southern Pine ® Southern Hardwoods 


KANSAS CITY 6, MISSOURI 
West Coast Woods 


Ponderosa Pine 2 








End-Lokt lumber offers 12 advantages. Here is... 


Trade-Mark Reg. U. S. Pat. Office 


End-Lokt Lumber eliminates close end nailing and consequent 
splitting and lessened nail holding strength. 
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®Selective Harvesting of Timber 


®Forest Planting to Supplement 
Nature 


®@ Conservation and Utilization 
® Forest Fire Control 


Ozan’s forest policies are equally 
as progressive as its manufactur- 
ing methods. Plan to obtain your 
after-the-war lumber needs from 
Ozan. 


Ozan Lumber Co. 
Prescott, Ark. 
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Self-Loading § @2222-" 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 
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' Our flooring plant is modern through- 
out. For well-manufactured Maple 
and Birch flooring specify “Diamond 





tee, were on hand to greet their 
guests. President Clancy made the 
only speech, thanking the employees 
for their loyalty and cooperation; 
Chairman Clancy simply wished the 
guests a merry Christmas and happy 
New Year. 


Change in Address 


The Savogran Co. of Boston 
(Mass.) has taken enlarged floor 
space for its Chicago affiliate, The 
Savogran Co. of Illinois, at 60 West 
Superior St., Chicago 10, which in- 
creases shipping and manufacturing 
facilities for its expanding business 
in the central and _ southwestern 
States. New address effective Jan. 2. 


Scheduled Meetings 


Jan. 9-10-11—Indiana Lumbér & Build- 
ers’ Supply Association, Indianapolis, 
Ind. Convention at Murat Temple; 
headquarters at Claypool Hotel. 


Jan. 10—New England Wholesale Lum- 
ber Assn., University Club, Boston, 
Mass. Annual. 

Jan. 10—Rhode Island Lumber Club, 
Wannamoisett Country Club, Rum- 
ford, R. I. Annual. 

Jan. 10-11—Carolina Lumber & Build- 
ing Supply Association, Hotel Char- 
lotte, Charlotte, N. C. 22nd annual. 

Jan. 10-12—Pacific Logging Congress, 
Seaside, Ore. 35th annuai session. 

Jan. 12—National Association of Hard- 
wood Wholesalers, Lincoln Room, 
Hotel La Salle, Chicago. Annual. 

Jan. 16—Long Island Salesmen’s Assn. 
(LISA), Freeport Elks Club, Freeport, 


Meets Manpower Problems with New Equipment 


While maintaining all out produc- 
tion under all the handicaps of labor 
and material shortages, the lumber 
department of the Anaconda Copper 
Mining Co., has continued to carry 
out plans for improvement and mod- 
ernization of the lumber plant at 


W. C. Lubrecht, 
manager Lumber 
Dept., Anaconda 
Copper Mining Co., 
Bonner, Montana. 


New automatic stacker, 
loading kiln — trucks. 
Stacker manufactured 
by Moore Dry Kiln Co. 


Bonner, Mont. New equipment, which 
was installed without interruption in 
lumber production, is said to have 
compensated for losses of manpower 
in the plant. 

Among the most recent improve- 
ments is a new automatic stacker for 
leading dry kiln trucks. This equip- 
ment is manufactured by the Moore 
Dry Kiln Co., Jacksonville, Fla., and 
consists of hydraulic elevator, auto- 
matically kept at proper level for 
each layer of lumber, with stickers 
lined up in pockets. 

Most impressive is Anaconda’s new 
machine and blacksmith shop. Erec- 
tion of the new building was made 
possible by the fact that the fabri- 
cated steel frame of the building was 
on hand and idle at the mining com- 
pany’s Butte plant. 

The building is 65 x 82 feet and 20 
feet high. Its principal equipment 
consists of traveling crane, planer, 
four lathes, shaper, two drill presses, 
two bolt machines, emery grinder, 


band hack saw, 100 ton power press, 
25 ton hand press, and a milling ma- 
chine. All are driven by individual 
electric motors. In the blacksmith 
shop are two oil burning forges; oil 
burning heat treating furnace, 1500- 
pound steam hammer; combination 
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punch and shear, hydraulic; both elec- 
tric and acetylene welding outfits. A 
number of jib cranes and an “I’”’ beam 
trolley run through the blacksmith 
shop into the machine shop. 

Perhaps the greatest pride dis- 
played by both the men and the man- 
agement is in the rest room and toilet 
facilities. These have the appear- 
ance of what one would expect to 
find in a cinema studio, with showers, 
lockers, ‘dressing room and a wash 
fountain with all the trimmings. 

Although the lumber department 
has maintained its production and has 
shipped a smaller than normal pro- 
portion to its own mines, war de- 
mands have been so heavy that the 
management has had to turn down 
much business from old customers 
and friends. 

W. C. Lubrecht, a veteran of 45 
years service with the company, is 
manager of the lumber department 
and H. F. “Jack” Root is assistant 
manager. 
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What Will the Next Thousand 


Days and Nights Do 
To This Home 


A new home starts life so full of promise, only to bring disappoint- 
ment in a few short years. It cracks and creaks, windows rattle, doors 
stick and floors are uneven. The home owner is dismayed and feels 
none too kindly toward architect, builder and lumber dealer. But it 
is so easy to avoid these disappointments. Use WOODTOX treated 





TIMBER 
TOXx 


v 


WOOD TREATING CHEMICALS COMPANY 


wood. It is practical. It is economical. It assures last- 
ing satisfaction to everyone concerned. 


WOODTOX (wood preservative and moisture repellent) 

. easily and economically applied, controls decay, 
termites, lyctus beetles and wood borers . . . plus con- 
trol of warping, shrinking, checking and grain raising. 


TIMBERTOX (wood preservative only) controls decay, 
termites, lyctus beetles and wood borers. 


WOODFIX (moisture repellent only) controls warping, 
shrinking, checking and grain raising. 


SEND FOR BULLETINS .. . full descriptions of pur- 
poses and methods of application of standard wood 
control preparations. These bulletins will give you the 
answer to better homes. 


5137 Southwest Ave., St. Louis 10, Mo. 
Sales Agents for MONSANTO CHEMICAL CO. 


Sap Stain Control, Wood Preservatives and Moisture Repellents 





Satisfaction creates goodwill and 
goodwill is the most valuable pos- 
session of professional and business 
men. It is good business for archi- 
tect, builder and lumber dealer to 
recommend WOODTOX treated 
wood. It assures lasting satisfac- 
tion and builds goodwill. 














headrig carriage and watch the flow of 
superb quality Douglas Fir, and West 
Coast Upland Hemlock logs through this 
big plant, we believe you would quickly 
conclude that here is the ideal source of 


supply for your afterwar lumber needs. 





WHITE RIVER LUMBER CoO., Enumclaw, Was 


Since 1896 


WHITE RIVE 


If you were to stand by the White River 





Giant White River Douglas Fir on the Headrig Carriage 


for Your Postwar 
Lumber Needs 





h. 
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x. ¥. 
8 p. m., 

Jan. 16-17—Kentucky Retail 
Dealers’ Association, Brown Hotel, 
Louisville, Ky. 40th annual. 

Jan. 16-17-18—Middle Atlantic Lumber- 
men’s Assn., Claridge Hotel, Atlantic 
City, N. J. Annual. 

Jan. 17-18—Northeastern Lumber Man- 
ufacturers’ Assn., Parker House, Bos- 
ton, Mass. Annual. 

Jan. 18—Forest Farmers Assn., Daniel 
Ashley Hotel, Valdosta, Ga. Fourth 
annual convenes at 10 a. m. 

Jan. 18—American Walnut Manufac- 


turers’ Association, Chicago, Ill. An- 
nual. 


Dinner at 7 p. m.; meeting at 


Lumber 


Jan. 18-19—Northwestern Lumbermen’s 
Association, Radisson Hotel, Minne- 
apolis, Minn. Annual. 

Jan. 18-19—Appalachian Hardwood 
Manufacturers, Inc., Netherland 


Plaza Hotel, Cincinnati, Ohio. Tenta- 
tive dates for annual meeting. 


Jan. 22—Intercoastal Lumber Distribu- 
tors’ Assn., National Republican Club, 
54 West 40th St., New York City. 
Twelfth annual. Business meeting at 
11 a. m.; luncheon at 1 p. m. 


Jan. 22-23—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
Waldo Hotel, Clarksburg, W. Va. An- 
nual. 

Jan. 22-24—Northeastern Retail Lum- 
bermen’s Association, Hotel Pennsyl- 
vania, New York City. Fourth war 
conference and 5lst annual. 

Jan. 23—Roofer Manufacturers’ Assn., 
Ralston Hotel, Columbus, Ga. Annual. 

Jan. 24-25—Southwestern Lumbermen’s 
Association, Municipal Auditorium, 
Kansas City, Mo. Hotel headquarters 
likely will be Muehlebach. Annual. 

Jan. 25-26—Western Retail Lumber- 
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OUR PLEDGE OF SERVICE TO YOU 
OUR CUSTOMERS FOR 1945-- 


1. Dependability — both in Abesto 
Cold Process Materials and in our busi- 
ness relationships. 


Constant research—for improve- 
ment in our products. 


3. ABESTO will continue to make 


better roofs at lower cost. 


Abesto Manufacturing Co., 


Michigan City, 
Indiana 











THE SLOPES OF CRA 


¢ GROWING THE 
YOUR PO 


Craig Mountain has large timber re- 


1¢ MOUNTAIN 
LUMBER FOR 
sT WAR NEEDS 


sources to meet your postwar needs, 
Heavily engaged in our war boxing and 
crating program now, Craig Mountain 
Ponderosa will with Victory be available 


in ample supplies for all postwar needs. 


men’s Association of Canada, Fort 
Garry Hotel, Winnipeg, Canada. An- 
nual. 

Jan. 26—West Coast Lumbermen’s 
Assn. 

Jan. 31-Feb. 1-2—Union Association of 
Lumber & Sash & Door Salesmen, 
Deshler-Wallick Hotel, Columbus, 
Ohio. Annual. 

Jan. 31-Feb. 1-2—Ohio Association of 
Retail Lumber Dealers, Deshler Wal- 
lick Hotel, Columbus, Ohio. Annual. 

Feb. 5-6—Mountain States Lumber 
Dealers’ Association, Shirley-Savoy 
Hotel, Denver, Colo. Annual. 

Feb. 6-7—Michigan Retail Lumber 
Dealers’ Association, The Pantlind, 
Grand Rapids, Mich. Annual. 

Feb. 7-8—Lumber Dealers’ Association 
of Western Pennsylvania, William 
Penn Hotel, Pittsburgh, Pa. Annual. 

Feb. 8-9—Iowa Retail Lumbermen’s 
Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Annual. 

Feb. 9—Western Pine Assn., Portland 
Hotel, Portland; Ore. Annual meet- 
ing. Committee meetings on preced- 
ing day. 

Feb. 13-14-15—Illinois Lumber & Mate- 
rial Dealers’ Association, Sherman 
Hotel, Chicago. Annual. 

Feb. 15-16—Virginia Building Material 
Association, Hotel John Marshall, 
Richmond, Va. Victory conference. 

Feb. 20-21-22—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee Au- 
ditorium, Milwaukee, Wis. Annual 

Feb. 22-23—Tennessee Lumber, Mill- 
work & Supply Dealers’ Association, 
Peabody Hotel, Memphis, Tenn. An- 
nual, 

Feb. 22-23-24—-Western Retail Lumber- 
men’s Association, Davenport Hotel, 
Spokane, Wash. Annual convention. 

Feb. 27-28—Nebraska Lumber Mer- 
chants’ Association, Fontenelle Hotel, 
Omaha, Neb. Fifty-sixth annual. 

March 2-3—Intermountain Lumber 
Dealers’ Assn. (formerly Utah Lum- 
ber Dealers’ Assn.), Hotel Utah, Salt 
Lake City, Utah. Annual. 

March §-6-7—Independent Retail Lum- 
ber Dealers’ Association, Nicollet Ho- 
tel, Minneapolis, Minn. Annual con- 
vention and postwar materials con- 
ference. 

March 6—British Columbia Lumber & 
Shingle Manufacturers’ Assn., Van- 
couver, B. C. Business conferences in 
association board room, 814 Metro- 
politan Building; dinner meeting, 
Vancouver Hotel. Annual. 

March 7-8—South Dakota Retail Lum- 
bermen’s Association, Hotel Carpen- 
ter, Sioux Falls, S. D. Annual. 

March 7-8—Mississippi Retail Lumber 
Dealers’ Association, Hotel Heidel- 
berg, Jackson, Miss. Annual meeting. 

March 12-13-14—Ontario Retail Lumber 
Dealers’ Association, Royal York Ho- 

Annual. 


tel, Toronto, Ont,, Canada. 

March 13-14—North Dakota Retail 
Lumbermen’s Assn., Elks Club, Fargo, 
N. D. War conference and annual. 

March 14-15—Louisiana Building Mate- 
rial Dealers’ Assn., Roosevelt Hotel, 
New Orleans, La. Annual. 

March 14-15—New Jersey Lumbermen’s 
Assn., Hotel Claridge, Atlantic City, 
N. J. 61st annual. 

April 5-6-7—Florida Lumber & Mill- 

- work Assn., Miami, Fla. Annual. 

April 9-10-11—Lumbermen’s Association 
of Texas. Location undecided. 














Producers and Shippers 


LUMBER and PILING 


for 30 Years 


Buys Old Company 


The Stanley Works, New Britain, 
Conn., has bought the business of 
90-year-old Russell Jennings Manu- 
facturing Co., Chester, Conn., and 
will operate it as a department of 
Stanley Tools. Sales will be handled 
by the regular salesmen of Stanley 
Tools. 

All correspondence regarding or- 
ders now placed with the Russell Jen- 


Car and Cargo Wholesale Only 


PATRICK LUMBER CO. | 


Terminal Sales Bldg., Portland, Ore. 
. | 


January 6, 1945, AMERICAN LUMBERMAN 






































nings company and any new orders 
should be addressed to The Russell 
Jennings Manufacturing Co., Chester, 
Conn, 


Joins Export Department 

Eric Lindblom, who has joined the 
export department of Georgia Hard- 
wood Lumber Co. 
with headquar- 
ters at Augusta, 
Ga., as assistant 
vice president, 
took over his 
new duties re- 
cently. His ad- 
dition gives 
Georgia Hard- 
wood the neces- 
sary, well posted 
personnel to take 
care of the tre- 
mendous postwar 
volume already beginning to be felt 
by that company and its connections. 

Mr. Lindblom, with more than 23 
years of experience in the lumber and 
timber business abroad, has an inti- 
mate knowledge of the requirements 
of export markets for southern pine, 
hardwoods, and West Coast woods 
from the United States. His specific 
information places him in admirable 
position to extend specialized knowl- 
edge of woods and foreign markets 
to the connections of Georgia Hard- 
wood Lumber Co. 


Makes New Connection 

L. W. Riggs, associated with the 
Industrial Lumber Co., Elizabeth, La., 
for 31 years, the last six years of its 
operation as sales manager and sec- 
retary and later connected with T. C. 
Clanton Co., Shreveport, has become 
associated with W. A. (Bill) Peavy in 
the Peavy Lumber Co., wholesalers at 
Shreveport, La. 


Eric Lindblom 


Honored 

E. W. Daniels, president Harbor 
Plywood Co., Aberdeen, Wash., was 
honored Dec. 20 when he received the 
first American Legion “Merit Cita- 
tion” issued in the department of 
Washington, for his record of specify- 
ing veterans or ex-servicemen in his 
requests for workers filed with the 
employment service, and the manner 
in which he has cooperated with the 
Legion’s employment division. 


Solves Tick Plague 

An extremely serious tick problem 
with its woods workers for the past 
two years, which caused the ineffec- 
tiveness of many employes and the 
deaths of three, led the Allison Lum- 
ber Co., Bellamy, Ala., to institute 
research resulting in a solution. Plant 
extracts or juices improved through 
chemistry, called hydrogenated ro- 
tenone and rotenoids were discovered 
to possess a phenomenal property of 
causing leg paralysis of ticks, but 
not injuring humans or animals. 

The tick repellents made from hy- 
drogenated rotenone and _ rotenoids 
were found easy to apply, harmless 
to the men, economical in cost and, 
of most importance, completely pro- 
tective. 
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Thank you for your patience in waiting for Genuine 
Amerock Cabinet Hardware! 


When restrictions were lifted recently, your wel- 
come orders almost “snowed us under”—and we 
are just now getting “out of the woods.” 


Urgent war work must come first, but we are 
doing everything humanly possible to supply your 
Amerock jobber so he may serve you with reason- 
able promptness. 





GENUINE 


AMERICAN CABINET HARDWARE 


. eS ev oC 


1 ON 


ROCKFORD, ILLINOIS 









































PLYWOOD 


in the grades, thicknesses, sizes 
and kinds of woods you need. 


AETNA supplies Industry with large quantities of Plywood to 
make products that are the tools of Victory; and for crating, 


for maintenance, equipment and operating supplies. Plywood 
will have universal Peace-time uses. Plywood, 100% Water- 
proof, can be supplied in most woods. 
SEND FOR STOCK LIST TODAY! 
“The Summit of Service” 


[FINA-PLYWoOD © VENEER 


ARMitage 7100 — Teletype CG 305 
1732 ELSTON AVE., CHICAGO 22, ILL. 





PACIFIC COAST 
LUMBER PRODUCTS 


Yard Stocks, Long Joists, Long 
Dimension, Plank, Timbers, Ties. 
MIXED CARS. Dependable values. 
Your orders will receive prompt, 
careful attention. Write us about 
your needs. 


THE GRISWOLD LUMBER CO. 
FAILING BLOG. PORTLAND, ORE. 
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SPOT CORD 


—the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 


REG- U.S. PAT. OFF. 






































H. B. Jordan, Gen. Mgr. 





Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 








C. W. Jordan, Sales Mor. 


Clarke County Lumber Company 


Wholesale Lumber Distributors 


* 


C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


* * 





Phone: L. D. 101 
Phone: Local 125 
THOMASVILLE, ALA. 





H ALL STEEL 4 
American dois swver Load Binder 
For binding LUMBER, Goodyear Pattern 
LOGS. Holds load firm- ( dy ) 
_ Strongest . . . forged 
steel throughout. . . eas- 
jest to use. . . most 
ractical and _ effective. 
hree sizes. Write for 
circular and full infor- 
mation. 







“American” line of i 
ging Tools and Appli- 
ances is the best on the 
market. Catalog on re- 
quest. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


4 

KNIGHT 
Single and DoubleActing Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Ohio 
























WIRE 
CLOTH 


Heavy Wire Cloth 
For All Purposes 


Steel, Brass, Copper, etc. 


Also Window Guards, 
Screw Door Guards 
and Other Heavy 
Weven Wire Products 


Kentucky Metal Products Co. 
Louisville 4 Ky. 

















RUBBER PARTS 


—For ALL Woodworking Machinery — 


V Yates, Fay & Egan, Smith and Solem Ma- 
chine Rubber Parts. 
Double-End Tenor Rubber Blocks. 
Band Saw Tires—Belt Sander Tires. 
Pneumatic Drum Sander Tubes Replaced. 
Mallets—Tack and Screw Bumpers. 


Write fox Spec tal Wood Industries Rubber Catalog 
BROADWAY RUBBER MFG. CO. 


“The Rubber House of the Americas” 
KYA: ip 20D 3330 @ 9-00), O:@ Grn 1 O) 006-020 er ee. @ @ 
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Looking Ahead 


Trying to predict what the new 
year will mean to the lumber indus- 
try is a risky business, but at this 
stage of the game the experts are 
pretty much in agreement. The Na- 
tional Lumber Manufacturers Assn. 
has polled informed sources and finds 
little optimism that larger rations of 
lumber for civilians can be expected 
in the near future. 

Opinion is unanimous that the lum- 
ber industry met all its military ob- 
ligations on the nail during 1944, de- 
spite a production decline of possibly 
10 or 12 percent from the previous 
year. The civilian took the rap to 
make up that deficit. All are confi- 
dent that military requirements will 
be met during 1945, unless depletion 
of manpower and progressive deteri- 
oration of equipment results in more 
serious loss of production than now 
appears likely. 

No decrease in the volume requisi- 
tioned by the government is antici- 
pated while the war continues in both 
theatres, and the various items will 
be ordered in approximately the same 
proportion as during the last half of 
’44. The emphasis during 1944 was 
on boards, due to the shift from 
construction to packaging. More 
boards are being produced than ever 
before in the history of the industry 
and still more are being demanded. 

In total, approximately 70 to 80 
percent of all lumber production dur- 
ing 1944 went directly or indirectly 
into the war, and that proportion is 
seen continuing through ’45 unless 
there is a sharp letup in the actual 
fighting. The biggest single item in 
the estimated figures of lumber con- 
sumption in 1944 is packaging (box- 
ing, crating, and dunnage)—approxi- 
mately 45 percent. Civilian construc- 
tion (which may or may not be an 
indirect war use) accounts for about 
30 percent; military uses and fac- 
tory products (probably mostly mili- 
tary) make up the 25 percent balance. 

The military services have stock- 
piles of lumber at various points, but 
no excess. Both Army and Navy 
have been working to reduce surpluses 
and it is considered unlikely that any 
of these stocks are large enough to 
cause termination of government or- 
ders. 

No .relaxation of lumber control 
regulations is anticipated, if the war 
continues through 1945, although they 
might be eased gradually, if the Euro- 
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SOFTWOODS 
Southern Pine 


West Coast 
Western Pine 
Cal. Redwood 
So. Cypress 
Northern Pine 
No. Hemlock 


HARDWOODS 


Southern 
Northern. 
Oak Hooting 
Maple Flooring 


SOFTWOODS 


Southern Pine 
West Coast 
Western Pine 
Cal. Redwood 
So. Cypress 
Northern Pine 
No. Hemlock 


HARDWOODS 


Southern 
Northern 

Oak Flooring 
Maple Flooring 


32,519 
199 ,322 
113,939 

9 
1,058 


1,036 


13 ,922 
2,527 


1,073 


30,304 
190,655 
121,199 

19 ,668 

1 


116 ,949 
359 ,431 


Table No. 1—Lumber Production, Shipments and Orders for the 
Two-Week Period Ended December 16, 1944 


31,000 
194 ,842 
106 ,917 
22,349 

774 


863 


12,305 
2,650 


9 ,538 
897 


Table No. 2—Plus Stocks and Minus Stocks at the Mills as of 
December 16, 1944 





pean phase should end during the 
year. 

The market situation which brought 
about the War Production Board Or- 
der L-335 in August continues, and 
it is generally felt that L-335 is be- 
ing intelligently administered and is 
accomplishing its purpose. The in- 
dividuals polled could suggest no al- 
terations or adjustments in the cur- 
rent regulations that might result in 
greater supplies reaching the domes- 
tic market. 

No large shipments of lumber to 
Europe for rehabilitation following 
the defeat of Germany are expected. 
This is largely a problem of shipping 
space which will be urgently needed 
in the Pacific. Also, Europe will be 
able to re-establish its old lumber 
sources—Sweden, Finland, and Rus- 
sia—quickly, and Britain will draw 
on Canada. 

No reconversion difficulties are an- 
ticipated at war’s end, and it is ex- 
pected that the industry will be pre- 
pared for the boom home building 
market with adequate supplies of dry 
lumber of good quality before the 
builders are ready to absorb it. It 
is pointed out that an estimated five- 
billion-dollar home repair job is ready 
to fill the time lapse between the end 
of the war and the return to the 
market of other home building essen- 
tials such as plumbing. Dairy farm- 
ers alone can use a large volume of 


Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 
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Sporting goods stores 
Household appliance dealers. 
Florists 

Liquor stores (packaged goods) 


Hardware stores 


Department stores 

Drug stores 

Women's ready-to-wear stores 

Heating-plumbing equipment dealers 

Kotor-vehicle deslers 

Ken's clothing and furnishings stores.... 

Restaurants, cafeterias, lunchrooms 
TOTAL (except department stores) 

Filling stations 

Femily clothing stores 

Grocery stores (without fresh meats) 

Combination stores (groceries, meats).... 

Jewelry stores 

Generel stores (with foods) 

Dry gvods and general merchandise stores. 

Lumber-building materials dealers 

SHOO STOVES. crcccveccceescesveseseseseece 


Radio and musical instrument stores....+. 



































Bureau of the Census 


stores. 





This graph shows how retail sales of lumber and building materials in October, 1944, 
compared with sales in October, 1943—as contrasted to activity in other types of 
There was no percentage change in the sales of lumber dealers. 
in shoes, radios and musical instruments dropped, while all other retail lines gained. 


Current Statistical Service 


Volume 








lumber immediately that it is avail- 
able to them. 

The only doubt about the lumber in- 
dustry’s ability to return to the ways 
of peace promptly is a possible con- 
gestion of the freight lines. Retailers 
will, for a time, probably have to op- 
erate on much smaller inventories 
than they once maintained. 


Supply and Demand 
in Market Centers 


NORFOLK: For the past two 
weeks there has been practically no 
demand for lumber from the regular 
retail yards. The box manufacturers 
are constantly in the market for all 
types of lumber and it is believed 
that this demand will be increased as 
more boxes and crates are needed for 
the war effort. .. . Inventories are low 
at most retail yards. The wholesal- 
ers have very little to offer. 


SAN FRANCISCO: Demand from 
war plants continues very strong, but 
retailers are having a_ difficult time 
getting what they want. Yard stocks 
are low and wholesale supplies are 
scarce with practically all lumber go- 
ing to the government. 


KANSAS CTIY: The big demand 
is for No. 1 and No. 2 common, with 
the latter being supplied almost in 


equal volume with the former. The 
call is for boxing and crating sup- 
plies, with the military taking consid- 
erable amounts. ... At the close of 
November stocks of 129 retail yards 
in this district were eight percent 
larger than a year ago, reflecting the 
husbanding of stocks by dealers who 
are reluctant to sell anything except 
on ratings high enough to insure re- 
placements. 


MINNEAPOLIS: Retailers’ stocks 
in this area have dwindled seriously 
and yards have reached a point where 
they are exerting little pressure in 
their demand for lumber—both be- 
cause they are now in their slack sea- 
son and because it is futile to buck 
the government in a scramble for the 
sharply. reduced supplies. . . . Mili- 
tary demand continues high. Produc- 
tion is down. No relief at all is ex- 
pected before spring—and even that 
is somewhat doubtful. 


TACOMA: Reports from this area 
indicate that better grades of lumber 
are ‘scarce but cheaper grades are 
fairly plentiful and there is not much 
demand for them. This is inventory 
time and, consequently, retail stocks 
are low—but not much lower than 
usual for this time of year. . . . Gov- 
ernment demand takes most of the 
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Made left hand only. 

Bearings: Heavy duty ball bearing. 

Wheels: 54” diameter, 6!/4” face to carry 
7” saw. 

Top Wheel Shaft: 3/4” diameter high 
carbon steel, with cross align and tilt 
features. 

Lower Wheel Shaft: 3!/.” diameter. 

Saw Strain: Knife edge sensitive type 
with gauge to indicate strain. 

Top and Lower Guides: Quick opening 
hinge type. 


54° McDonough Vertical Band Resaws 


Belt or Motor Driven 


Power Required: 30 H. P. 

Saws: 7” wide, #19 gauge; 26 ft. long, 
134” teeth. 

Saws not furnished as regular equip- 
ment but carried in stock as extra for 
convenience of users. 

Feed Works: Four driven rolls 5!/.” di- 
ameter with independent adjustment 
for alignment with saw. 

Maximum opening 18!/2”,—12!4,” out- 
side of saw and 6!/,” inside of saw. 
Inside rolls flexibly mounted for gauge 



























Maximum Depth of Cut: 36”. sawing. 

Extreme Height from Floor Line: 7 ft. Can be set for center or gauge saw- 
W/o”. ing and tilt for bevel siding, 

Floor Space Required: 5 ft. 4” x 5 ft. 4”. Feed Roll Drive Mechanism: Variable 

Drive Pulley: 24” diameter by 8'/2” face. speed spur gear transmission with four 

Speed: 530 R. P. M. speeds in oil tighf case, exclusive on 
this resaw. 41 to 136 lineal ft. per min. 

Belt Driven Resaw: Net weight, 7500 Ibs., 
shipping weight, 8000 Ibs. 

Motor Driven Resaw: With built-in 30 
H. P. electric motor and "'V" belt 
drive. Net weight, 8500 Ibs., shipping 
weight, 9200 Ibs. Starting switches and 
controller not furnished. 


GOOD DELIVERIES 
WITH PRIORITY 






















WRITE FOR COM- 
PLETE INFORMATION 


McDONOUGH 
MANUFACTURING 
COMPANY 


INC. 1888 
EAU CLAIRE - WISCONSin 
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SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 
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DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. 8S, Pat. Off. 


EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


SPECIES 
PONDEROSA PINE 
(PINUS PONDEROSA) 
SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 

























SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbreok 7041 : 


NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 


CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 



















Old ways of logging have given piace 
to the new. Mill methods have changed. But the 
high quality of Polson lumber never has changed. 
Sitka Spruce and Douglas Fir direct from our forests, Rail and wuter 


shipments. 


POLSON LUMBER & SHINGLE MILLS 


Division of Polson Logging Co. HOQUIAM, WASHINGTON 
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is Ammunition 












and Booth-Kelly’s two 
mills are working overtime 





to see that the armed forces 
have the Fir lumber they 






need to carry on Victory. 






When peace is assured, 
Booth-Kelly will again de- 
vote its full resources and 
energies to producing for 
the farm and home building 
needs of postwar America. 












DOUGLAS FIR 






Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 






We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


Bootlittelle 
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TWO MILLS—GPRINGFIELD & WENDLING, ORE. 
| NES ES SM * ie aI: 


Lumber Production by States — 1944 
Thousand Board Feet 





Massachusetts 
Michigas 


Minnesota 14, 800 14/300 25,600 
Missiesippi 135,681 119,735 131,611 


Missouri 30, 5s 25,817 27.734 
Montana . 


New Hazpshire ° 

Sew Mexico " 6,670 17,973 
Kew York 19 ,006 22,423 
North Carolina § 12%, 122,372 130,269 
Ohio 24 16,226 18,233 
Oregon bbb, 768 499,700 570,737 
Pennsylvania 40,752 37,663 34,527 
South Carolina 69,747 65,206 67,643 
Tennessee 59.165 58,298 62,482 
Texas 72,128 69,625 70, 34% 








395.957 378.887 = 31,998 §=— «309.918 = 379.893 
40,637 43,922 59,348 51.630 64 ,290 
49 ,400 W800 41 ,200 28,000 33,400 


19,603 18,438 20,469 23,512 31,636 





Vermont 12,956 12,537 13,755 
Virginia 53,655 73.565 78,698 
Washington: 345,538 307,517 405,501 
West Virginie 47,080 bo 692 38,099 
Weconein 38,100 43,500 47,200 
Other g/ 19,049 20,115 18,870 
Totals 2,489,479 2,469,160 2,742,963 


2,6m,649 2,918,633 3,047,692 _ 7,843,765 3,708,339 





1/ Includes Grlahoms production. 


?/ Includes Connecticut. Delaware. Iowa, Kansas, Nebraska, New Jersey, Rhode Island, South Dakota, Utah, and 
Wont 


output of mills here. The local mar- 
ket received a shot in the arm as the 
old year closed, when it was an- 
nounced that 300 additional priorities 
for construction of private housing 
would be issued. Two-thirds of the 
units will be rented to war workers, 
the remaining 100 to be built for 
sale. This move will provide housing 
for aircraft and shipyard workers and 
navy personnel. Most of the houses 
will be priced from $6,500 up. 


BIRMINGHAM: Government de- 
mand is increasing instead of decreas- 
ing as was expected several months 
ago. Retail yards have almost no 
dry lumber, only a little green stuff. 
The re-freezing of hardwoods will 
keep dealers from replenishing their 
stocks, except on rated orders. Re- 
tailers do-not expect much lumber 
for the next six months, are concen- 
trating on other building material 
lines when available. 


SEATTLE: There is a demand 
here for any available lumber, espe- 
cially stock suitable for construction. 
Individuals and firms engaged in 
house building head the demand, but 
very high ratings are needed to get 
lumber. . . . Government orders take 
the bulk of mill output and make it 
impossible for dealers to replenish 
stocks. Supplies—except for re- 
claimed lumber—are-close to the van- 
ishing point. i 







“Facts for Industry" Series 16-4-7 
Lumber and Lumber Products Division. PR 
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Has Phenomenal Growth 


“The Exchange Desk,” a unique 
service originated by Clyde Varney, 
2285 Glynn Ct., Detroit Mich., provid- 
ing an economical clearing house to 
buy and sell all types of building 
materials, and specializing in locating 
hard-to-get items not now procurable 
through former supply channels, has 
passed its second anniversary. Start- 
ing with a 170-dealer mailing list in 
metropolitan Detroit, the Exchange 
Desk bulletin and service have grad- 
ually spread to include more than 
5000 dealers in twelve mid-west 
States. Listings of “want” and “of- 
fers” on the Exchange Desk and for 
publication in the bulletin are free, 
with a percentage asked when sales 
result. 


Establishes Own Company 


Paul B. Kern has announced the 
formation of the Paul B. Kern Lum- 
ber Co., with offices in the Colorado 
Building, Washington, D. C., The 
company will handle wholesale lum- 
ber and millwork, in the District and 
in neighboring States. 

For nine or ten years Mr. Kern was 
associated with the P. M. Barger 
Lumber Co., as vice-president. Dur- 
ing that time he operated a Washing- 
ton office in the rooms now occupied 
by the Paul B. Kern Lumber Co. The 
separation was wholly friendly, and 
the two companies are on the best of 
terms. 


January 6, 1945, AMERICAN LUMBERMAN 











AN 































ad t — aaa ae OT MOOS SS S..DUrmLUL SE en !.mUCU 
H 


ANGELINA 


Few. mills can match Angelina’s long record of more than 
57 years of continuous lumber production. Year by year 
Angelina has moved ahead with new 
technical improvements in production 
methods. On war work now, Angelina’s 
present modern mill built in 1940 will 
again be at your service the moment 
peace is declared. 









CHICAGO REPRESENTATIVES: 
— H. SHOOK LUMBER COMPANY, 


10 N. Franklin St., Chicago, Il, ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


Retail and Industrial Sales 
A. E. BOATRIGHT LUMBER COMPANY, TROUT CREEK U.UMBER CO., Kirbyville, Texas ANGELINA HARDWOOD Co. 


tt “Wallroad and Car"Material TEXAS OAK FLOORING CO., Dallas, Texas Lufkin, Texas 


MILLER BROTHERS 
COMPANY, INC. PAR-TOX 


comes in 
CONCENTRATED Form 












Johnson City - - - - Tennessee 


Since Pearl Harbor our plants have been busy 
manufacturing truck bodies for Army Ordnance to be 


used by G. I. Joe and his Buddies. Every gallon of P AR-TOX makes 
Like you, we are looking forward to the day when : : Be 

our Victorious Fighting Forces complete — missions 30 gallons of toxic solution by 
d ret t . We all th tb t ac : ' 

bd a titan FR simply adding 29 gallons of low- 
IT WON'T BE LONG NOW. cost reducing agent, available 
WE WILL BE READY with increased production and locally. 


better products. 


Why pay 30 times the necessary 


transportation cost? 


“From the 
mills of Par 


M ( L LE R’ NAN “Par-Tox Treated” 





on your. next order. 





Appalachian 








Hardwood Flooring, Interior Trim. 
Treads, Dimension, etc. 


Mills: Knoxville, Tenn.—Johnson City, Tenn. > uno come IRA PARKER & SONS CO. 


Psa a OSHKOSH, WISCONSIN 


















IDAHO WHITE PINE 
| PONDEROSA PINE CALIFORNIA SUGAR PINE 
Mx _.__, NORTHERN PINE * WESTERN WHITE SPRUCE 


WINTON LUMBER SALES (0. * Awhay 7ewer, MINNEAPOLIS 2 MINN 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Loaders 
Automatic Hot Press Unloaders 
Hot Press Feed Elevators 

Hot Press Off Bearing Elevators 
Hydraulic Elevating Tables 
Electric Blevating Tables 


Saw Mill Equipment 


Planer Feed Break Down Eleva- 
tors 

Dry Kiln Car Lumber Stackers 

Kiln Car Lumber Unstackers 


Elevating Tables for 


Smooth End Trim Saws 

Sticker Machines - Regrade Chains 
Rip Saw - Band Resaws 

Cut Off Saws and Planers 

Electric Lumber Transfers 


We Specialize in Designing Saw Mill 
and Veneer Equipment 


What Are Your Problems? 


AMERICAN 


MANUFACTURING CO. INC. 
2119 Pacific Ave., Tacoma 2, Wash. 











Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 
Positive 
Excess Moisture, etc. 

Formulations to meet all official specifications 
A profitable retail item for Lumber Yards. 


fs 


Write for technical data, tests, samples, etc 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 


F REE: Informative Data Bulletin 
*“‘CONCRETE FACTS’”’ 
and interesting SAMPLE 


Showing improved methods for 

® Concrete ® Concrete 
Sealing Hardening 

® Concrete ® Concrete 
Curing Renovating 

® Concrete ® Concrete 
Coloring Painting 

© Concrete Waterproofing 

Also information on the following: 

® Wood Preservatives 

® Termite Oil 

® Calking Compounds 

® Creosote in Vehicle Paint or Stain, 
white and colors 


WRITE TODAY 
THE SULLIVAN COMPANY, 


Memphis, Tennessee 


Please send FREE Sample and bulletin, 
with out obligation. 








rotection against Rot, Fungi, Termites, 





Combination Crane Truck 1610 

A four-way truck, serving as a lift 
truck, a load carrier, crane and trac- 
tor has been introduced in an im- 


proved model (L-11C) by Elwell 
Parker Electric Co. A separate mo- 
tor for boom operation is an innova- 
tion. Further information available 
by checking number 1610. 


System Magazine 168 


A new series of monthly issues of 
“System Magazines” is designed to 
present to busy executives, articles 
on administrative control systems 
which are being used successfully by 
prominent business organizations. It 
is hoped by Remington Rand, Inc., 
publishers of these magazines, that 
the ideas, forms, systems and proce- 
dures illustrated and described will 
be of assistance in meeting manage- 
ment problems. For further informa- 
tion check number 168. 


Safety Rules 169 


Safety rules for the operation of 
power industrial trucks published by 
the Elwell Parker Electric Co., are 
printed on a durable pocket-size card- 
board folder, for issuance to workmen. 
The 34 safety ideas presented and 
explained are applicable to the opera- 
tion of all makes and types of power 
trucks. For a copy check number 
169. 


Gypsum Panel Book 162 


An illustrated book describing gyp- 
sum panels, and the variety of styles 
available, and presenting architectural 
drawings showing simplified methods 
of construction has been published by 
National Gypsum Co. Check number 
162 for a copy. 


New Publication on 

Postwar Homes 165 
A new publication “Style Trends” 

offers, mainly in pictures, the answer 

to questions of what the postwar 

home will really be like. Illustrated 


are a variety of homes, suitable to 
various geographical locations which 
the National Plan Service, Inc., pub- 
lishers of the booklet, believe reflect 
the best of present and future trends 
in home building. For further in- 
formation check number 165. 


Booklet for Logging 
Industry 163 


A 50 page, three color pictorial 
presentation of “Nature’s Woodland 
Wonders” is being published by Allis- 
Chalmers Mfg. Co. Accompanying 
each photograph is a miniature map 
indicating the natural growing range 
of the particular species of tree illus- 
trated. Check number 1638 to receive 
a copy. 


Forestry Brochure 161 


The growing industrial importance 
of forest resources coupled with an 
explanation of forest management 
methods used by industry to sustain 
the timber harvest is presented in a 
new lithographed color brochure just 
released by American Forest Products 
Industries. The brochure is so ar- 


‘TOE TIMBER 1m UNCOLIS BiRTHPLACE 
* CORLD MANE FONE mODEEE HERES 
Min inet Sigh ie 5 
See calito Tt v oes 
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ranged that six of its pages, repro- 
duced in combination, result in a se- 
ries of new informational charts. 
Both brochure and charts illustrate 
the increasing variety of new indus- 
trial substances which science is cre- 
ating from the forest harvest, how 
controlled logging can help regener- 
ate forest growth and the story of 
how refinement of the timber harvest 
is permitting a given amount of 
wood to do more work. For your free 
copy check number 161. 


New Wood Plastic 167 

A new wood plastic is announced 
as remaining soft and workable for 
years, as being waterproof; subject 
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Auld Acquaintance 


Some of our overseas G. I. Joes have re- 
ported that they have seen lumber being 
unloaded in South Africa which they or 
their fathers before them helped produce 
at the Pope & Talbot Mill at Port Gamble 
on Puget Sound. 


There is a smile in this for the workers of 
the Pope & Talbot organization. Some 
of the oldtimers remember sending spe- 
cially packaged lumber consigned for 
building a magnificent arbor on the 
estate of the great empire builder, Cecil 


Rhodes, at Kimberly a half century ago. 


TALBOT 


LUMBER | 


DIVISION 
461 MARKET ST. bg SAN FRANCISCO 
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THE MAN WITH A PLAN 


Sells More 
PAINT: 


@ “Horse and buggy” sales methods won’t move 
much paint in the stiff competitive days that 
lie ahead! No sir, the big profits will go 

to the man who plans his sales . ... who takes 
advantage of every last method of modern 
promotion. To do that big job for you, Martin- 
Senour has worked out all the details in a 
Paint Merchandising Program that’s realistic... 
practical . . . and performance-proved. 

Get all the facts now! 


PAINTS 
“The House of Quality” 


VARNISHES 
se ENAMELS 
2520 Quarry St., Chicago 8, Illinois 


i e 
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READY-MADE 


@ Let’s take the lid off 
and see what makes people come to your 
store! Right now with shelves and bins partly 
empty you can still keep people coming 

through your door instead of the competitor’s 
down the street. Still give them home main- 

|} tenance service and have a profit balance on 
your ledger. 


Rent AN AMERICAN FLOOR SANDER TO 

| YOUR TRADE. Here is a war-time answer to 

ly every hardware, paint and lumberman’s prob- 
lem, not only for present but future business 
development. 


Send in coupon below for free booklet on 
“How to Make More Money in the Floor 
Sander Rental Business.” 


ders and Edgers 
sae jelay in- getting 
s-building 








ntlemen: d booklet on 
Ty Send Fae oe dae ental Busine eo 
Seat details and P son on your floor edger: 
oO rental trade- but send information 


oO | have @ sander, 


rices Of 





wide range of present day applica- 
tions are described and illustrated in 
a colorful 28 page book just pub- 
lished by the Libbey-Owens-Ford 
Glass Co., entitled “The Interesting 
Story of Plaskon.” For a copy check 
number 1612. 


For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 
information will be forwarded. 


161 162 
165 166 


163 164 


"Kimpreg" Booklet 164 

Many uses of the new plastic sur- 
facing material “Kimpreg” are de- 
scribed in the booklet published by 
Kimberly-Clark. Physical properties, 
different types of surface finishes, 
fabrication techniques, present day 
uses and the possibilities open for 
postwar uses are described. Actual 
samples are attached to the inside 
back cover. For a copy check num- 
ber 164. 








Simplified Withholding 


Tax Chart 166 


to less shrinkage and as taking nail- 


control, gauges always remain fixed 
ing, planning, sawing, screwing just 


and permanent guide fence. Ameri- 


like wood. The product is available 
in a neutral shade which can be fin- 
ished in any desired color. So-Lo 
Works, Inc., is the manufacturer. For 
further information check number 
167. 


Radial Saw 1611 


Features claimed for a new Uni- 
Point Radial Saw include one point 
cutting blade, height under constant 


can Saw Mill Machinery Co. is the 
manufacturer. For further informa- 
tion check number 1611. 


Resin Glue Book 1612 


The history of glue; the develop- 
ment of the modern, permanent-bond- 
ing, waterproof resin types; methods 
of using them in fabricating, and a 


A new simplified withholding tax 
chart shows the official payroll deduc- 
tions provided by the individual: In- 
come Tax Act of 1944. The accurate, 
time-saving tables are available in 
four editions covering weekly, bi- 
weekly, semi-monthly or monthly pay- 
roll periods. Delbridge Calculating 
Systems, Inc., is the manufacturer. 
For further information check num- 
ber 166. 
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What Users Say About 
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SAWMILLS gig 


“The No. 00 mill, the Twin City power unit, and the 
gang edger with the ball bearing lumber conveyor which 
I bought from you made me a nice rig. We can cut from 
8 M to 12 M feet per day. The Timken roller bearings on 
the mandrel and carriage axle also with a roller bearing 
edger makes the lightest running mill I ever used. It is 
very convenient to move and set up.” 

Apex, N. C. L. B. Penny. 


“I am 71 years old and have been using and operating 
sawmills ever since I was 15 years old and have used all 
kinds. I learned to saw on Frick sawmills, would not give 
them for any other mill. I have bought two new ones in 
last 25 years, they are both sawing now. If I was going to 
buy another mill it would be a Frick.” 

Bowdon, Ga. J. T. Harrod & Son. 


Branches at: 


Canandaigua, N. Y. 
Easton, Williamsport, 
Harrisburg & Pittsburgh, Pa. 
Charleston, W. Va. 
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“I have, during my life time, worked on ten or twelve 
different makes of sawmills and I can say enthusiastically 
that the Frick Mill is the best mill I ever had anything to 
do with.” 


Pullman, W. Va. C. A. Barnes. 


It was reported that all records for sawing hurricane 
timber in New England were broken by a No. 0 Frick saw- 
mill on June 29, 1939. This mill was operating in Senexet 
Woods, Putman County, Conn.; it sawed 21,325 boagd feet 
of lumber in 6 hours and 42 minutes. The quality of the 
lumber was excellent. This production record was authen- 
ticated by a government scaler of the Northeastern Timber 
Salvage Administration. 


C 
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Branches at: 


Richmond, Va. 
Goldsboro & Salisbury, N. C. 
Nashville & Knoxville, Tenn. 
Columbia, S. C., Atlanta, Ga. 

4 Montgomery, Ala. 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 






MACHINE 
238 Eighth St. 


WORKS 
Holland, Mich. 





WAN HED? 
As Agents 


Logging Supply Store, or 
Hardware Store Operators 


To Handle 





Hansen aircooled, portable, gas- 
driven drag saws for Falling, 
Bucking, or Woodcutting. 


DELIVERY to Railroad, 10 days 
after order. 


Write For Particulars To 


HANSEN MACHINE & SUPPLY CO. 


Established 1910 
Heavy Machine Work, Eureka, Calif., U.S.A. 































































YOUR CUSTOMERS WANT 


eed matic 


ELECTRIC HANDSAWS... 





...why don’t YOU sell them? 


A lumber yard is the natural outlet for Speed- 
matic Saws because every lumber buyer needs 
them now or will need them soon. In your own yard, 
where customers will see it work, SPEEDMATIC will 
pay for itself doing many jobs faster, better than 
they've ever been done before—automatically pro- 
viding demonstration facilities hard to match else- 
where. 





Speedmatic does the job quicker, 
better, AT LESS COST! 


Just the right 
weight and handiness 
—plus all the power 
you'll ever need. It’s 
eee pr balanced for one- 

and operation in any posi- 
tion. ra-wide shoe as- 
sures steadier, truer cut. 
Blade enters cut at 7,000 
r.p.m. — so fast it practi- 
cally feeds itself. Write 
for dealer peeeien on 
SPEEDMATI and other 
top-notch Porter-Cable 
electric tools. 


PORTER-CABLE 
Machine Co. 
1600-1 N. Salina St., Syracuse 8, N. Y. 


- 


a yeh ; ® 
ets Abe 
its ee 
' Fy 


; aa 


i, GR Me 
+ be Sealy 
ie 2 ee Se 


nema a, EN 


mm, PSS. 4 
cee.’ * 





Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO., Ltd. 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 


Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


1 to 20 cars mostly 4/4", some 5 & 
6/4°' prefer upper grades of poplar. 
soft maple, hard maple, sap gum, 
ponderosa, cottonwood. willow or 
what have you. 


For sale: 20 cars 8/4°° -2 & Btr. Oak 
and Gum. 








—_ 


e 
HANDLING IN YOUR YARD 


Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors, 
Write for special bulletin A.L.-15, de- 
scribing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 








OU need these tools for 
insulation board jobs. 


Plywood Situation 


In his annual review and forecast 
of the plywood situation, Lawrence 
Ottinger, president, United States 
Plywood Corp., New York 19, said: 

“The requirements of the Armed 
Forces for Douglas fir plywood con- 
tinue unabated and this particular 
kind of plywood is on allocation by 
the WPB and can be obtained only if 
released by them. Manpower short- 
age, both in the woods and in the 
plants, has resulted in curtailed pro- 
duction, with no relief in sight. 

“The postwar demand for plywood 
will in all probability continue to ex- 
ceed production for many years to 
come, since it will be required for 
housing projects all over the world, 
for the rehabilitation of stores and 
other buildings, as well as for wide 
industrial use in its normal fields.” 


Southern Company Practices 
Good Forestry 


Under a sustained yield, permanent 
operation program of forest manage- 
ment, the Louisiana Long Léaf Lum- 
ber Co., Fisher, La., which was ap- 
parently destined to cease operations 
for lack of timber twelve years ago, 
is today going strong. Credit for the 
solution of the company’s problem 
goes largely to P. A. Bloomer, treas- 
urer and general manager. 

In 1932, Mr. Bloomer cruised the 
company’s land on horseback and be- 
came convinced that the rapid growth 
rate on lands previously harvested 
would permit indefinite production, at 
a reduced rate, of a limited number 
of items. Company officials embarked 
on a program of production of pre- 
mium lumber for almost exclusive 
distribution to the retail trade. Land 
management has continued to follow 
good forestry practices, and today the 
Louisiana Long Leaf Lumber Co. 
owns 112,000 well stocked acres and 


buys stumpage rights on nearby 
lands. 

All company officers—including its 
president, O. D. Fisher, son of the 
founder, the late O. W. Fisher; Vice 
President W. B. Pettibone, and Sec- 
retary Raymond B. White — are 
staunch believers in the benefits of 
forestry management of timberlands 
as a means of assuring permanent 
operation of forest products indus- 
tries and continued economic security 
for the communities dependent on 
them. 


Discontinues After 129 Years 


After continuous operation for 129 
years, the business of Price & Heald, 
exporters of lumber in Baltimore, 
Md., is being permanently discon- 
tinued. Price & Heald attained great 
prominence in the hardwood export 
trade some years ago. D. D. Hart- 
love, who was president of the Na- 
tional Lumber Exporters’ Assn. in 
1922, has been sole owner during the 
past 28 years, prior to which he was 
an employee for 17 years. 


Elected to Membership 


Dyke Bros., manufacturers and 
wholesalers of millwork and cabinet 
work, with headquarters in Fort 
Smith, Ark., has been elected a re- 
gional member of The Producers’ 
Council, Inc., national organization of 
manufacturers of building materials 
and equipment, and will be repre- 
sented by Nathaniel Dyke, Jr., part- 
ner, and Arthur R. Noe, general man- 
ager. 


Shades of Paul Bunyan 


Sixty-eight of the North’s crack 
sawyers — thirty-four gangs — strove 
for the log-sawing championship of 
the Mississauga Reserve and the 
right to wear the laurels in the J. J. 
McFadden Lumber Co. camps for the 





Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 


Sent postage paid 
anywhere in U.S. A. 


Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


KIMBALL merc. com 


1709 GREENLEAF ROYAL OAK, MICH. 


P. A. Bloomer is seen beside a big pine at the right of this tract of Louisiana Long Leaf 

Lumber Co. near Fisher, La., which was originally logged about 35 years ago and has been 

logged twice since then. The last time was in 1939, when it was cut selectively, about 
2,000 feet per acre being removed and 3,000 feet per acre left standing. 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 








3B & T Metal Trims 


Trade Marked © 


CHROMEDGE 


Trade Mark Reg. U. S. Pat. Off. 


No matter what angles you consider in selecting 
interior trims, you get a better choice in the 
“B & T line”—the line trade marked CHROM.- 
EDGE! They give you the utmost in lustrous, per 
manent beauty . . . make installation easier .. . 
permit the widest range of color harmonies . . . 
offer beautifully matched groups of trims... will 
not split, crack, chip, warp, or deteriorate with age. 
All these advantages will be ready for post-war 
building needs—in a new and improved line of 
Metal Trims trade marked Chromedge. 


os 


The B gl Metals Company 


COLUMBUS 16, OHIO 
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*Sold through 


Distributors only 
Ask Us NOW 


about 


Exclusive franchise 








Stock a line of quality built 
ladders with eye appeal as 
well as consumer acceptance. 
The painted “red joint” on 
these strong light ladders not 
only keeps out moisture and 
prevents rot, but sets them 
apart from ordinary ladders in 
appearance. “Red Joint” lad- 
ders, favorites with the trade 
for over twenty years, because 
of their durability and long 
life, will sell readily and profit- 
ably for you. 


Write for 
Latest Catalog 


veR Bros. Wuitine ¢ Co. 


ry 
«* 72 
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SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 


gel 


K> Uniform 772 
COLORT 
TEXTURE 
QUALITY 


LAG. hy E. Webster Lumber Co. 
Kansas City, Mo. 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 
410-22 Maritime Bldg. NEW ORLEANS, LA. 








NORTHCUTT 
Lumber Sales Corporation 
Wholesale and Commission 
Hardwoods, Cypress and Pine 


Telephone 181 P. O. Box 288 
SANDERSVILLE, GEORGIA 
All Inquiries Given Prompt And Careful Attention 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimates Without 
Obligation — Send Us Your Inquiry 








BALSA 


Again available without priorities 


or other restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO., vEWomteans. ca. 








Automatic SAFETY TRIP STAKE 
POCKETS 


for Motor Trucks and 
Ry. Cars. Speed load- 
ing and unloading. Haul 
larger loads. Save 
stakes. Order today. 


C. H. Van Donk 
1337 E. Mason St., 
GREEN BAY, wis. 














RAINELLE, W. VA. 


West Vii 


STEPPING & RISERS FLOORING—Red and TRIM & MOULDINGS Solid or Edge-Gined 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 
BEVEL SIDING —Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 
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next twelve months. It took the win- 
ning team 28 seconds to saw the 18- 
inch frozen pine log. The contest was 
sponsored by J. J. Fitzgerald and Ted 
Smith, vice president and general 
manager, respectively, of the J. J. 
McFadden Lumber Co., who are striv- 
ing to revive the romance of the 
Paul Bunyan days. 


Salvage Lumber from 
40-Year-Old Mill 


The old hardwood sawmill of I. 
Stephenson Co., Wells, Mich., built 
about 1900 and operated until Aug. 20, 
1943, is being torn down, and it is 
expected about 300,000 feet of hem- 
lock lumber will be salvaged from the 
structure. 


Deceased 


ANDREW BEYRLE, 79, formerly 
president and owner of California Plan- 
ing Mill & Lumber Co. and California 
Fireproof Door Co., Los Angeles, Calif. 
Survived by widow, son, Thomas Beyrle, 
proprietor of California Fire Proof 
Door Co., and two grandchildren. 


FRED A. CARLISLE, 70, at his home 
in Jackson, Miss., Dec. 21, following a 
long period of ill health. He operated 
a veneer plant there, and later in Geor- 
gia and Florida, retiring a few years 
ago. Surviving are his widow, a 
daughter, four brothers, and a sister. 


BERT CRAWFORD, 60, Venus, Fla., 
Dec. 7, in a Wauchula (Fla.) hospital. 
Widow, a daughter, and a son survive. 


ALFRED BRUCE 


3. Cushing Mills 
*., recently, 


CUSHING, 79, of 
Ltd., Vancouver, 
following a long illness. 


ANDREW H. (“Andy”) DYKES, 60, 
founder and president of Dykes Lumber 
Co., New York 
City, Dec. 16 of a ~ 
heart ailment at 
Sea Island, Ga.,, 
where he and Mrs. 

Dykes were vaca- 

tioning. He was 

stricken with a 

heart ailment last 

spring. Mr. Dykes 

was an outstand- 

ing merchant and 

a director of the 

Northeastern te- 

tail Lumbermen’s 

Assn. He is sur- 

vived by his widow, 

a son, a daughter, 

a sister, and a bro- ae a 
ther, Francis G. 
Dykes, vice-president of 
Lumber Co. 

HAINES EGBERT, retired, 
of Sanders-Egbert Co., Goshen, Ind., 
Dec. 1, after extended illness, of cere- 
bral hemorrhage. Survived by widow 
and two daughters. 


WILLIAM A. HAMILTON, SR., 59, 
proprietor W. A. Hamilton Lumber Co., 
Jacksonville, Fla., Dec. 19, after a brief 
illness. Member Jacksonville Wholesale 
Lumbermen’s Assn. Surviving are 


the Dykes 


formerly 


widow, a daughter, a and two 


grandchildren. 


ALFRED WHEELER HART, 56, pro- 
prietor and operator of the Hart-Wooed 
lumber mill at Raymond, Ore., Dec 15. 
in a Portland (Ore.) hospital, following 
a month’s illness. Survived by two 
daughters, a sister, a grandson. and 
five nieces. 


son, 


W. H. HEATH, 41, vice-president of 
Blalock-McCall Lumber Co., Houston, 
Texas, and vice-president of Retail 
Lumbermen’s Assn. of Houston, Dec. 12, 
suddenly of heart attack. Widow, par- 
ents, and a sister survive. 


ALBERT R. ISRAEL, 66, southern 
staff writer for American Forest Prod- 
ucts Industries, Inc., Washington, D. C., 
and formerly publicity director for 
Southern Pine Assn., New Orleans, sud- 
denly at his home in New Orleans, La., 
on Dee. 22. 


BAILEY WILSON KIMBLE, 59, asso- 
ciated with W. E. Ziegler in Morgan 
Lumber & Supply Co., Titusville, Fla., 
Dec. 14, at his home there. Survived by 
widow, two sons, and three brothers. 


JAMES B. KNOWLES, 73, retired in 
1938 as collection manager of Lumber- 
men’s Credit Assn., New York City, Dec. 
19, at his home in East Marion, L. I., 
N. Y. Widow and three daughters sur- 
vive. 


JOHN P. KUBES, 73, founder and 
president American Wood Products 
Corp., Cleveland, Ohio, with plant also 
at Marion, S. C., Dec. 17 at his home 
in Cleveland. Also founder American 
Box Co. and president until five weeks 
ago when he suffered severe heart at- 
tack. Survivors include four daughters 
and three sons, all associated in the 
family siness » JYr.; George 
H., and Henry S.—two brothers, James 
and Joseph; eight grandchildren, and 
one great-grandchild. 


GEORGE F. LINDSAY, 73, Weyer- 
haeuser executive, member of more 
than a score of boards of directors and 
business corporations, and member of 
more than thirty civic, musical, art, 
history, and social organizations, Dec. 
5, at a Davenport, Iowa, hospital, from 
pneumonia. Failing in health for a 
year, Mr. Lindsay had moved back to 
Davenport from St. Paul, Minn., several 
weeks ago. He had been associated 
with the former White Pine Bureau at 
St. Paul and was a member of the fur- 
niture subcommittee on the former Na- 
tional Wood Utilization Committee. Mr. 
Lindsay never married. 


JOHN DUNCAN McINTYRE, 73, for- 
mer lumberman, at his home in Jack- 
son, Miss., Dec. 23, following an illness 
of several weeks. Survivors include 
his widow, a son, and four daughters. 


WILLIAM C. REID, 72, chairman of 
the board of the lumber firm bearing 
his name in Brooklyn, N. Y., and active 
in the lumber business there for 54 
years, Dec. 24 at his home in Jamaica, 
N. ¥. He was president of New York 
Lumber Trade Assn. during World War 





struction, Etc. 





BOOKS THAT WILL INCREASE YOUR PROFITS 
AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark Si#., Chicago 
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I. Surviving are his widow, two daugh- 
ters, two sons, and a brother. 


WALTER S. ROBINSON, 59, proprie- 
tor Robinson Lumber Co., Abingdon, IIL, 
Nov. 23, after suffering with a heart 
ailment for six years. His widow, a 
sister, and a brother survive. His only 
son has been reported missing in action, 


CRAIG SADLER, 41, member of J. L. 
Sadler Lumber Co., Rison, Ark. Surviv- 
ing are his widow, a daughter, his 
parents, three sisters, and a brother, 
Van Sadler. 


R. BRUCE STALEY, 64, proprietor 
Staley Lumber Co., Liberty, N. C., with 
branches in Greensboro and Gibsonville, 
suddenly Christmas Day, of a heart at- 
tack. 


CLYDE S. SUDDUTH, 51, sales man- 
ager Alexander Schroeder Hardwood 
Lumber Co., Houston, Tex., Dec. 14, 
after a few days’ illness. His widow, 
mother, and a sister survive. 


V. ORD TONKIN, 59, associated with 
his brother, R. Dudley Tonkin, in run- 
ning white pine rafts on the Susque- 
hanna, at his home in Cherry Tree, 
Pa., Dec. 22, after a year of intense 
suffering. Survived by his widow, a 
son, two sisters, and two brothers, one 
of whom is R. Dudley Tonkin, West 
Virginia Pulp & Paper Co., Tyrone, Pa. 


CHARLES JACKSON TRUE, 85, for 
many years engaged in the millwork 
business in Chicago with his brother, 
the late Albert W. True, as True & 
True Co. and later operators of retail 
line yards in Indiana under the names 
of True & True Lumber Co. and True- 
Hixon Lumber Co., the latter firm also 
conducting a lumber manufacturing op- 
eration at Oxford, Miss., now known as 
Daley & Hixon, Inc., with headquarters 
in Indianapolis, Ind., Dec. 22, in Pasa- 
dena, Calif., where he had lived since 
1935, after a prolonged illness. He re- 
tired from active business in 1942. Sur- 
vivors include his widow, two sisters, 
two nephews, two nieces, and a stepson, 
Capt. R. B. Daley, president of Daley & 
Hixon, Inc., Indianapolis, Ind. 


J. B. TUCKER, 58, head of Tucker 
Lumber Co., Monroe, N. C., suddenly 
Dec. 21, of a heart attack. 


CHARLES NEWTON TYLER, 74, 
founder Granville Planing Mill Co., 
Granville, Ill., Nov. 13, in a Streator 
hospital, after major surgery. Survivors 
include his widow, four sons, and a 
daughter. 


MYRTILLUS JOHN VORIS, 84, owner 
of lumber interests in Tennessee, Ala- 
bama, and Mississippi, Dec. 24 at his 
home in Franklin, Ind., after a short 
illness. 


FRED W. VOSS, 58, proprietor Fred 
W. Voss Lumber & Millwork Co., New- 
port, Ky., Dec. 10 at his home on Taylor 
Mill Pike, Latonia Lakes, Ky. Surviving 
are widow, a son, four daughters, and 
a sister. 


JACOB C. WEIL, 93, president for 53 
years of J. C. Weil Lumber Co., Inc., 
Lancaster, N. Y., Dec. 25 at his Buffalo 
(N.Y.) home. His sons and daughters 
assisted him in the lumber business. 


GEORGE WELCH, 89, president since 
1913 of Welch & Grey Lumber Corp., 
Albany, N. Y. 


JOHN P. YOUNG, 77, who retired in 
1935 after thirty-three years as a part- 
ner with his brother-in-law, H. G. Ar- 
nold, at his home in Cullman, Ala., Nov. 
3, of a heart attack. His widow, three 
sons, two daughters, a brother, and 
three grandchildren survive. 
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ADVERTISING 


PAYABLE IN ADVANCE 


GERMAN be’ Mendes’ prior to’ publication 
prior to publication 
date. | basen on ber of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 
a lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 





RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7¢ per word, per insertion, for 2 consecutive 
insertions. 

8c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 

Attractive discounts for 6, 18 er 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care 0: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Mlinois 








HELP WANTED 


MANAGER FOR HARDWARE STORE 


In connection with lumber yard. Must be cap- 
able of taking complete charge and under- 
stand the handling and installation of wir- 
ing. heating, plumbing, estimating cost and 
job build-up. Give reference and experience 
with reply. Job is now open. Address Amer- 
ican Lumberman Box A-4l. 


WANTED: CONSUMER SALESMAN 

For roofing. asbestos, insulated brick siding, 
insulation and package selling for retail lum- 
ber dealer and builder. We will furnish 
some leads but we want a good closer cap- 
able of creating his own leads. Location in 
Northwestern Pennsylvania—a good proposi- 
tion for a good man with his own car. Ad- 
dress Box A-40, American Lumberman. 


WANTED—SAW FILER 


Remanufacturing Plant using 12”, 6’ and 4” 
band resaws and various circular saws. Per- 














HELP WANTED 


INSPECTOR WANTED: For small Northeast- 
ern Concentration yard: outside work, all 
northern hardwoods. Would prefer a man 
with some experience in Hemlock and Pine. 
peeey work. Address A-39, American Lum- 
erman. 











MANAGERS—There never was a better time 
than now to better your i and i 
ate yourself with the leading Line Yard Op- 
erators of the U. S. We will put you in touch 
with the finest in the Line Yard field. Write 
or see Major Lee Wells, Secretary, Line 
— Association, Fairacres, Omaha, Ne- 
raska. 








WANTED—EXPERIENCED LUMBERMAN 


Capable of doing estimating, sales and gen- 

eral office work in retail lumber yard, also 

reliable Yard Foreman. Give full details 

about yourself and salary expected. Address 

H. P. Tomlin, Gen’l Manager, Five Points 
iber Company, Jackson, Tennessee. 








Want to employ man to superintend several 
small count . south Florida location. Should 
be experienced in logging and manufacturing 
pine and cypress timber; also should be 
experienced mechanic and qualified to make 
repairs and keep up equipment. Only 
competent man with good: reputation will be 
considered. Can’t use man who drinks. Ad- 
dress A-54, American Lumberman. 





COMBINED FIREMAN AND ENGINEER 


For Woodworking Plant in Central Indiana, 
man in good physical health, aaaogy d un- 
der 50 yrs. of age, strictly temperate. Should 
be experienced in firing wood waste with 
some coal. Should have mechanical ability 
to keep in good repair the engine, pumps, 
steam fittings, valves, heating system, etc. 
Address A-57, American Lumberman. 





Manufacturer has immediate opening for com- 
petent lumberman qualified to handle general 
office routine including all sales. orthern 
location. Address A-59, American Lumberman. 


SITUATIONS WANTED 


POSITION WANTED AS MANAGER 


By an energetic, progressive retail lumber- 
man, age 42. Twenty years experience, last 
16 with 2 employers. Desires new connection, 
west preferred, with guaranteed gy 8 ns 
percentage of profits. Address A-46, eri- 
can L erman. 


SALESMAN 
Competent, experienced, good education, age 
44. Millwork. Lumber, Building Products. 
Prefer University Town in Northwest. Wiscon- 
sin, Minnesota or Canada. Address A-42, 
American Lumberman 


ACCOUNTANT AND AUDITOR 


Thoroughly experienced in saw mill account- 
ing and public accounting and taxation, will 
be available soon. Prefer position with lum- 
ber manufacturing corporation. P. O. Box 
2192 DeSoto Station, Memphis, Tenn. 


CAPABLE BAND SAW FILER 


Highest references sawmill head filer. also 
planing mill and box factory experience. Ad- 
dress isi, American Lumberman. 


























manent job with one of the largest 1 
producers. Good wages and living conditions. 
Address Lumber Co., Box 1093, Portsmouth, 
Rhode Island. 





WANTED MANAGER 
Northern Illinois yard. Rich farm community 
of 20,000. Good schools and living conditions. 
Volume $60,000. Must be thoroughly experi- 
enced, good salesman, hard worker, honest. 
sober, efficient, and pleasant. a 
and liberal profit sharing a ing for 
permanent future security. Give fullest quali- 
fications in first letter. Sirictest of confidence. 
Address A-49, American Lumberman. 





EXPERIENCED YARD FOREMAN 
To work in retail lumber yard—permanent 


osition—excellent opportunity for the right 
aon MOHAWE WRECKING % LUMBER Co. 
14525 W. Chicago, Detroit 27, Michigan. 





Florida concern wants man thoroughly ex- 
perienced in-retail lumber, building materials 
and millwork to do sales work, to make es- 
timates and to wait on customers coming 
into the office. We sell everything from foun- 
dation to roof. None but thoroughly qualified 
man will be considered. Can't use man who 
drinks. Address A-53, American Lumberman. 
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TIMBER & TIMBER LAND 
WANTED 


= —— 
Have roximately 15 million feet hardwood 
timber Webster County. West Virginia. Inter- 
ested in contacting respo le party with 
sawmill and equipment to manufacture same. 
THOMPSON OGANY CO., Edmund and 
Bleigh Avenue. Philadelphia 36, Pa. 











batons You 
WHAT DO YOU 
NEED? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES for 
only $3.60. 

To reach the next issue 
mail your copy to reach 
us by next Monday 


AMERICAN L 
188 N. Clark St. 
Chicage 2, Il. 
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MISCELLANEOUS — WANTED 








Wanted—Nailer, 10 to 12 track, clincher and 

zig-zag. 15 to 20 used factory trucks. WAL- 

LACE ONGNA & SONS. Sheboygan Falls, 
isc. 





WANTED: FIRE EXTINGUISHERS 
2\/, gallon pressure type. soda and acid. 


Quote best price on an art of 40 units. 
a a URNITURE G. CORP., James- 
town 





BALED SHAVINGS WANTED 
Send sample bale and quote prices 
carload lots. 

STONEACRES—FARM SUPPLIES 

PRINCETON, NEW JERSEY 








Manufacturer's . Agent desires to ‘contact East- 
ern Manufacturers of small hardwood and 
home furnishings items of all types; silver 
boxes. clothespins, breadboards, rolling pins, 
end tables, kitchen chairs, salad bowls, forks, 
spoons. Reply Box A-55, American Lumber- 
man, 175 Fifth Ave., New York, N. Y. 


BUSINESSES WANTED 


Will consider buying a yard or interest in 
same and manage. Address X-25. American 
Lumberman. 

















Wanted to Buy: Complete Sawmills, Planers 
and Moulders, Dry Kilns, 50 and 60 cycle elec- 
tric motors, Diesel and Steam Engines under 
200 H. P., Tractors, Complete Box Factory. 
Complete Oak Flooring plant, storage tanks, 
etc. Full description and quotation in first 
letter. Western Supply Company. 2427 Myr- 
tle Avenue, El Paso, Texas. 





Wanted to buy a small yard or a partner- 
ship with retiring owner near a city in Michi- 
gan. Address A-50. American Lumberman. 





WANTED—To buy at once good lumber yard 
located in Northwestern Ohio. Address A-56. 
American Lumberman. 


“USED MACHINERY WANTED 


BOXBOARD MACHINERY WANTED 
We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
mson or Morgan Matchers, Edge Trimmers 
neh. and Band Resaws, and any othe: 
box equipment used in box working factories 
Address “K-21... American L erman. 


WANTED—BAND RESAW 


In good condition. give description and price. 
few LUMBER COMPANY. Newnan. Ga. 


WANTED 
110 H.P. Diesel Engine or larger. 
cod condition. Mitchell 
arion, Ohio. R. No. 4. 




















Must be in 
umber Yards 





Wanted: 10 or 12’ Band saw stretcher with 
movable rolls also leveling block. Address 
A-43, American Lumberman. 





WANTED TO BUY 
Want to correspond with concern who will 
release electric planer-matcher or double sur- 
facer, rd a belted ball bearing machine after 
v"’ HURON SASH & DOOR CO., 
HURON: O. DAKOTA. 





Wanted—Berlin Roundhead Planer, self-feeder 
50-250 lineal feet per minute, state price, con- 
dition, what make if not Berlin. ARTHUR 
RAJALA, Bigfork, Minnesota. 





WE ARE IN THE MARKET 

For Morgan or Doig Nailers, any size or con- 
dition. Will pay up to $100.00 per track. Can 
use several vertical resaws,. single or twins. 
Hand-hole cutting machines and corru ated 
fastening or shook splicing machines. ire, 
write or ‘phone: Keystone Machinery Co., 324 
Fourth Avenue, Pittsburgh 22, Pa. 





NAILING MACHINES, ETC. WANTED 


We want 3 Morgan or Doig Nailing Machines 

rm any size. We also want 1-Shook 
plicer, Morgan, Doig or Saranac. 1-Hand- 

hole cutting machine. 1—2’’ Dowel Machine; 

also Dowel Sander. Send list of all machines 

zee wish to sell. Chas. N. Braun Machinery 
©., Fort Wayne, Indiana. 


WANTED—SELF FEED RIPSAW 


Also Diesel or Gasoline engine to =a" 
same. BISSELL LUMBER & ECKIN 


- W. Grand Ave., Elmwood Park, 
Chicago 35, Ill. 
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LUMBER & DIMENSION 
WANTED 


Bissell will buy it if it is sold in a 

ard. BISSELL LUMBER & WRECKING "sO, ee 
834-7920 W. Grand Ave., Elmwood Park, 
Chicago 35, Illinois. 











4/4 CHERRY WANTED 
We require about 200,000 feet per month of 
4/4 Cherry, and will accept it by car or 
truck. Collin trices plus delivery. IRWIN 
MANUFACTULI G CO., INC., Garland, Penna. 





WANTED 
Carload NC or YP Flooring 1x3 rift grain. 
Price no ~~~ High priority with L-335 re- 
lease. ~— Lumber Co., 660 Grand St., Jer- 
sey City. N. J. 





Wanted to place order for car Fence Pickets 
or half car of pickets and other items to 
make up car. BISSELL LUMBER & WRECK- 
ING CO., 7834-7920 = Grand Ave., Elmwood 
Park, Chicago 35, 





Mountain Aspen preferably in 1” thickness. 
Write this paper stating quantity available, 
quality, dryness, average widths and lengths 





and price. Address Box A-37, American Lum- 
berman. 

WANTED 
Dry building and factory lumber, flooring, 


ceiling, mouldings in soft wood. Gale-Gunner 
Lbr. Co., Minneapolis, Minn. 


WANTED TO BUY | 
—MISCELLANEOUS— 


RAILS WANTED 


Principally 16-20-25-30 lb. 
W. H. DYER CO. 
Fullerton Bldg., St. Louis. Mo 








———__— 
cement 








RAILS: ANY SIZE OR QUANTITY 
Particularly 20 ib. 25 lb. 30 Ib. 35 ib. & 40 L 
Secure our y before ‘selling. 
MIDWEST STEEL CORP. 
Charleston. W. Va. 


TRANSIT & MILLING 
SERVICES 














MILLING IN TRANSIT 
At St. Louis 
Resawing 
Dressing 
Ripping 
Permit to ship to us 


must be secured in 
advance. 


The Mill Creek Milling Co. 
326 So. Taylor Ave. 
St. Louis, Mo. 





TRANSIT MILLING 


At Corinth, Mississippi—Pine and Hardwood— 
Band Resaw—Three Trunk Lines: G. M. & O., 
Southern, Illinois Central 


CORINTH PLANING MILL COMPANY 
Corinth, Mississippi 





~ BUSINESS OPPORTUNITIES a 








For Lease. Circular sawmill, 15 to 20,000 ca- 
pacity with four inch edger and 6 x ay _ 
on Lake Stevens, Washington. 

MITH, 2207 Calhoun St., Seattle 2, F Weak. 





PATENTED, TIME TESTED, FHA APPROVED, 


Factory-Built method of home construction, re- 
Aract 17% less material and 52% less labor. 
ag oy proposition to qualified manufac- 
ers in position to handle State franckise. 
FACTORY. UILT HOMES, Inc., McDonough, 





BUSINESSES FOR SALE 





FOR SALE 


Circular Saw Mill 10,000 feet capacity, fully 
equipped, located in Wetzel County, W. Va., 
well housed near fresh running water, with 
good team, trucks, tractor with winch, tools, 
etc. Advantageous shipping facilities, good 
roads, and highways. —. lachian timber 
available near location. A going basinens 
with ample crew. MARIETTA’ CHAIR COM- 
PANY. Marietta, Ohio. 





RETAIL YARD 


One of the best retail lumber businesses is 
the State of Texas. Sales for 1944 will a 
roximate $500, 000. 95% of all sales are cas 
Yard located in one of Texas’ largest cities. 
Plant covers three acres and has over 46,000 
sq. feet under roof. Over 1,000,000 feet of 
lumber in stock and complete line of all types 
of building materials. Inventory will exceed 
$100,000. Long term lease available at good 
—_ or could purchase property in separate 
eal. 

Price for entire business (without land and 
buildings), trucks, planing mill equipment, 
wagons, tractor, etc., complete and operating. 
$135,000.00. If you are interested, send bank 
references as to your ability to purchase. 

Address A-48, American Lumberman. 





LUMBER YARD—S. E. PENNA. 


Profitable opportunity for one, two or three 
men. Excellent location and future. Good 
showing during depression. Approximately 
$35,000 will handle. Owner wishes to retire. 
Must disclose identity for details. Address 
A-52, American Lumberman. 








LUMBER & DIMENSION | 
FOR SALE 








Stacking sticks, Surveyor stakes, reject cross 
ties, pine hardwood and fir lumber and tim- 
bers. BUY MORE WAR BONDS. €E. J. 
GAIENNIE, SHREVEPORT 89, LA. 





FOR SALE 


All species Southern Hardwoods all sizes and 
dimensions including timbers. Planing Mill 
and resawing facilities. Qvick shipment. 
SOUTHERN LUMBER SALES 
Box 944 
PINE BLUFF. ARKANSAS 





LARGE Quantities 


LADDER qrade Sitka Spruce, KD dressed 2 
sides to 134 inches. Widths are 3 inches to 
12 inches; lengths are 10 feet to Fi feet. At 
bargain prices. For further particulars write 
Wood-Metal . / om Inc., 101 Park Ave.., 
New York 17, 





2 cars—8/4x6 & wider, 12—16’ lengths, ¢ 2 
Common Dry Sap Gum $32.50 per M’ FOB 
cars Texarkana. Can surface. Kimball Hard- 
wood Co., P. O. Box 852, Texarkana, U. S. A. 





5 cars 1x4 to 1x8 No. 3 & Btr. AD oak S4S or 
port ba ceiling prices. E. J. Gaiennie, Shreve- 
port, La 








TIMBER & TIMBER LAND 
FOR SALE 


TIMBER FOR SALE 
8600 acres, 60% Hemlock, balance White Pine. 
Birch, 200 miles north of Toronto. 


Address X-34, American Lumberman. 
Lumberman. 











British Columbia Timber. Half billion feet, 
deep water aes facilities. One hundred 
million Ottawa Valley —_ pine. Sound in- 
vestment. Principals only. Address A-47, 
American Lumberman. 





TIMBER FOR SALE 


350 acres hardwood, eight miles south of 
Mountain View, Missouri. Good roads. Ad- 
dress A-58, American Lumberman. 


January 6, 1945, AMERICAN’ LUMBERMAN 
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